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Outecde 


You can help your customers build 
better when you recommend double- 
duty INSULITE... inside and out- 
side. At the same time you can sell 
TWO materials instead of one— 
double sale—double profits. The 
combination of Bildrite Sheathing 
on the outside, with Sealed Lok- 
Joint Lath on the inside provides 
insulation, structural strength and 
guards against harmful moisture 
condensation. 





\ 





AN 


Att 


4 
¥ 


INSULATES 


AS IT BUILDS SINSULATES 


-= “Insulite’’ is a registered 
: trade mark, U.S. Pat. Off, 
MINNESOTA & ONTARIO 
wee’ COMPANY 
MINNEAPOLIS 2. MINNESOTA 
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Display stresses products in use—it’s easy for prospects to 
make visual comparisons 


Selling 5,800 Items. . Ee ee eR one er oxen ae 
The Mauldins, New Mexico Master Merchants, have expanded 
seven times in nine years to fully service the home-owner, 
rancher and contractor 
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That’s the display theme of Salt Lake City’s newest building 
materials store where islands and shelves can be altered at 
a moment’s notice 
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1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for 
the industry's consumer selling activities in the local community. 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 

5—Informative, educational and merchandising-minded journalisr and service 
toward these ends. The Editors 
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ASPHALT is First Choice 


\ with Sellers...because it is 
.. First Choice with Buyers! 
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In most every branch of retailing, success is 
closely related to “having what they want’’. 

In roofing, top place on the consumer’s list 
goes to Asphalt Shingles. . . by a wide margin. 
There are many reasons for this strong prefer- 
ence . . . practical reasons like: low cost, ease 
of application, fire-resistance, durability .. . 
plus reasons like: color, attractive appearance, 





DEALERS SAY: 
“It pays to sell what sells!” 





versatility, long life. 

A recent impartial survey (see chart) shows 
that dealers overwhelmingly believe that “It 
pays to sell what sells”. . . that buyer’s choice 
means dealers’ choice. 


ASPHALT wen INDUSTRY BUREAU 
2 West 45th Street New York 19, New York 


Asphalt 


SHINGLES 


SPONSORED BY 28 LEADING MANUFACTURERS OF ASPHALT SHINGLES 
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QUESTION: 

(Asked in a recent sur- 
vey of 2977 lumber 
and building material 
dealers) 

“If supplies of all 
roofing materials 
were equally plen- 
tiful, which type of 
roofing would re- 
ceive your main 
selling effort?” 


ANSWER: 


68.2 


5.7 
9.1 


68.2% said Asphalt Shingles would receive 
their main selling effort as against 15.7% 
and 9.1% for the next two leading materials. 


Yes, dealers’ choice is asphalt! 


CONSTRUCTION’S 
BIGGEST DOLLAR’S 
WORTH 


* SIDINGS + ROLL AND BUILT-UP ROOFINGS 
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LUMBER DEALERS GET BOUQUET FOR MERCHANDISING 


IN AN ADDRESS given at the annual convention of the National 
Contract Hardware Association and the American Society of 
Architectural Hardware Consultants in Chicago this month, Rivers 
Peterson, managing director of the National Retail Hardware 
Association, presented the results of a survey which indicates the 
retail lumber dealer is selling the biggest percentage of builders’ 
hardware in cities of 100,000 population amd less. Peterson, who 
conducted a survey among hardware retailers who were hand 
picked as being the top dealers in their respective cities, quoted 
the following answers to specific questions. 

In response to the question: Who makes builders’ hardware 
sales of less than $75 in your city, 88 hardware dealers replied 
that they did; 130 said the retail lumber dealer made the sale; 
and 10 reported the sale was made by the wholesale hardware 
dealer. In replying to the question: Who sells builders’ hardware 
in your city when the bill amounts to more than $75, 46 hardware 
dealers reported they made the sale; 142 said the retail lumber 
dealer did; and 49 said the sale went to the wholesale hardware 
dealer. : 

Peterson reported the retail lumber dealer is increasingly dom- 
inating the builders’ hardware picture due to the growing trend 
on the part of building materials dealers to quote all the mate- 
rials for a house in one package price. This method of pricing 
eliminates competition on separate items of material such as 
builders’ hardware. The lumber dealer is tough to combat in 
the builders’ hardware field, Peterson noted, because such items 
make up only a small part of the hardware dealer's stock and 
hence cannot be singled out for any great amount of promotional 
activity. The lumber dealer, on the other hand, can easily pro- 
mote builders’ hardware as part of the total house bill. 
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ey favors ‘Federal aid to states 
for housing on a realistic, prac- 
tical basis” where needed to get 
action. Dewey says the building 
industry has done a good job, but 
that a better job is needed. 


PHYSICAL production of build- 
ng materials during July set a 
1948 high. During the first 
‘even months of this year produc- 
was approximately five per- 
‘ent higher than over the same 

rod in 1947. 

ALL SIGNS indicate the buildng 
istry will turn major efforts 
ard the low cost home market 
ne months immediately ahead. 
ier priced markets are reach- 

the saturation point. Also 
€ 1S growing feeling of respon- 
ty throughout the industry to 


> the housing shortage at the 
income level. 
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TRADE PROMOTION 
IS STEPPED UP 


Southern pine public relations 
meets with widespread success 


THE Advertising and Trade Pro- 
motion Committee of the Southern 
Pine Association met in New Or- 
leans on September 9 and 10, one 
year after the inauguration of the 
Association’s three-year program 
which SPA subscribers have 
pledged to support. 

After Chairman J. R. Bemis of 
Prescott, Arkansas, explained the 
purpose of the meeting, Secretary- 
Manager H. C. Berckes outlined 
the financial position as of today 
and described some of the prob- 
lems confronting the industry to 
guide the Committee in its plan- 
ning. 


ADVERTISING 
The most significant action was 
the authorization of a space ad- 
vertising program in lumber trade 


J. R. BEMIS, Prescott, Arkansas, chair- 
man of the Advertising and Trade Promo- 
tion Committee of the Southern Pine As- 
sociation, explained purpose of meeting. 


journals and in architects’, con- 
tractors’ and farming magazines. 
The ads will stress the qualities of 
Southern Pine and explain the 
meaning of SPA’s Seal of Service. 

The Committee reviewed the As- 
sociation’s quality improvement 
campaign which is being carried 
on among manufacturers and dis- 
tributors to guard against careless- 
ness in manufacturing, grading and 
loading practices. Members of the 
staff reported on meetings held with 





9 





NEWS a«¢ TRENDS 


retailers, wholesalers and commis- 
sion men in various consuming ter- 
ritories and told of the recognition 
by all of these groups of their re- 
sponsibility in this campaign and 
of their wholehearted support in 
making it successful. 
MANUFACTURERS 

As a part of its program, the 
Association undertook the prepara- 
tion of a series of messages to en- 





courage greater care in the pro- 
duction and shipping of Southern 
Pine. The first leaflet, “Somebody’s 
Guilty,” has been distributed to 
thousands of manufacturers, as 
well as to distributors of South- 
ern Pine products. The leaflet 
points out that the reputation of 
Southern Pine is being injured by 
the shipment of poorly manufac- 
tured and graded lumber, and urges 
all manufacturers to maintain qual- 
ity standards. <A_ second leaflet, 
“Whose Responsibility,” is now go- 
ing to the distributive branches of 
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Southern Pine 
Kiln Dried Boards a 


We have recently doubled our kiln drying 
capacity—and are now able to ship consid- 
erably more kiln dried boards, with special 


1x6 RL +2 KD-S4S, S2S & CM, 
Pats. 105, 106 and 116 Siding 
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Also consult us on 4/4 AD Hardwoods 











Make Scotch lumber products your 
standard. You'll find them carefully 
manufactured, accurately machined, 
properly kiln dried or air dried and 
precisely graded. Behind all Scotch 
products is over 52 years of cus- 
tomer satisfaction. 










































































NY) 



























































ANY 
NINOS ANNO 






































a 
October 23, 1948, AMERICAN LUMBERMAN OC & 





the industry, as well as to produe- 
ers. It points out the need of joint | 
effort by all branches of the indus. [— 
try. The Committee authorized the 
publication of five more leaflets in 
this series to deal with seasoning, 
loading, handling and other factors 
of production and distribution iz 
which carelessness has injured 
Southern Pine acceptance. 


DEALER RELATIONS 


W. H. O’Brien, SPA Trade Pro- 
motion Manager, reported to the 
Committee on other features of the 
expanded program. He said that 
148,000 pieces of literature had 
been distributed since the expanded 
program was undertaken a year 
ago. More than a thousand dealers 
are using the Association’s mats 





H. C. BERCKES, 
Secretary-manager of 
the Southern Pine 
Association. He de- 
scribed problems fae- 
ing industry, and 
outlined financial 
standing. 





for advertising in local newspapers. 
The first of a series of sound slide 
films and two transcribed radio 
discs of spot announcements are 
in circulation among dealers. Seven 
new pieces of literature were pre- 
pared during the year and revisions 
in the “Course in Modern Timber 
Engineering” and the “Southern 
Pine Manual of Standard Wood 
Construction” are under way. Field 
men made 880 calls on dealers, 
architects, industrial buyers and 
others. Mr. O’Brien pointed out 
that more mats and films are being 
prepared. 


The Committee gave considera 
tion to the need for counteracting 
the encroachment of competitive FF 
materials on Southern Pine sheath- a 
ing markets. The Committee recog- 
nized that these materials are gail- : 
ing access to Southern Pine mat- F 
kets through the sheer force of ad- 7 
vertising, and authorized the publi: 7 
cation and distribution of a leaflet 
describing the qualities and adval- |~ 
tages of wood sheathing. The Com: | 
mittee also authorized the prepara | 
tion of a new leaflet on end-matched 
lumber as a method of waste reduc: 
tion and grade improvement. 
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Ss mats 7. These brand new 
2 Stanley Door and 
Drawer Pulls and 
Knobs are made of extruded brass and 
finished in either gleaming, lustrous brass 


or chromium. 









You can sell these trim, modern de- 
signs for use in any room of any style of 
house. You'll find them a profitable addi- 
tion to your Stanley Cabinet Hardware 
line. This line is being advertised to \ No. 4494, 146” 
builders in their own magazines, and to 
home owners in THE AMERICAN HOME, 
| HOUSE AND GARDEN, and BETTER HOMES e 
spapers. | AND GARDENS. Ask your jobber for these » No. 4451, 2773)" 
nd slide | new solid brass pulls and knobs, or write 
I radio us direct for full details now. The Stanley 
- Works, Cabinet Hardware Department, 


s. Seven N eg 
ere pre- ew Britain, Conn. 


evisions ASK FOR THIS 


Timber 
southern WINDOW OR COUNTER DISPLAY 


Wood This attractive window and counter dis- 
ry. Field play showing both brass and chromium 


dealers, finishes is available. Write for details. 
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1949 CONVENTIONS 


Corrected to press date—exhibits 
except when marked by asterisk (*) 


January 10-11-12—Northwestern Lumbermens 
Association, Minneapolis, Minn., Minneapolis 
Auditorium. 

January 11-12-13—Kentucky Retail Lumber 
Dealers Assn., Louisville, Ky., Brown Hotel. 
January 18-19-20—Ohio Association of Retail 
Lumber Dealers, Cleveland, Ohio, Cleveland 
Public Auditorium. 

January 24-25-26—Northeastern Retail Lum- 


bermens Assn., New York, N. Y., Pennsyl- 
vania Hotel. 

January 26-27-28—Southwestern Lumbermens 
Association, Kansas City, Mo., Municipal 
Auditorium. 

January 27-28-29—Western Retail 
mens Association, Seattle, 
Hotel. 

February 2-3-4—Michigan Retail Lumber Deal- 
ers Assn., Grand Rapids, Mich., Civic Audi- 
torium-Pantlind Hotel. 

February 2-3—Lumber Dealers Assn. of W. 
Pennsylvania, Pittsburgh, Pa., William Penn 
Hotel. 

February 8-9-10—Illinois Lumber & Material 
Dealers Assn., Chicago, Ill., Hotel Sherman. 
February 9-10-11—Middle Atlantic Lumber- 
mens Association, Philadelphia, Pa., Bellevue- 
Stratford Hotel. 

February 9-10-11—Mountain States Lumber 


Lumber- 
Wash., Olympic 
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A-Y Quality Ponderosa 


sige BF 





A-Y lumber comes from choice quality Ponderosa timber. It is well- 
manufactured, properly dried, smoothly dressed, accurately run to pat- 
tern, reliably graded — lumber you can depend on for quality, value, 


Yard Stock, Factory Lumber 
Mouldings, Industrial Items 


Member Ponderosa Pine Woodwork 





Alexander-Yawkey Lumber Co. 


Members Western Pine Association 





Prineville, Oregon 
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Dealers Assn., Denver, Colo., Shirley-Savoy 
Hotel. 

February 14-15-16—Lumber Merchants Assn. 
of Northern Calif., Santa Cruz, Calif., Santa 
Cruz Hotel. 

February 15-16-17—Wisconsin Retail Lumber. 
mens Association, Milwaukee, Wis., Milwau- 
kee Auditorium. 

February 17-18—Virginia Building Material 
Association*, Richmond, Va., John Marshall 
Hotel. 

February 22-23—Lumber & Supply Dealers’ 
Council*, Augusta, Ga., Sheraton Bon Air 
Hotel. 

February 23-24-25—Nebraska Lumber Mer- 
chants Association, Omaha, Nebr., City Audi- 
torium. 

February 25-26—West Virginia Lumber & 
Builders’ Supply Dealers’ Association*, Wheel- 
ing, West Va., McClure Hotel. 





March 1-2-3—Indi Lumb & Builders’ 
Supply Assn., Indianapolis, Ind., Murat 
Temple. 


March 2-3-4—Carolina Lumber & Building 
Supply Assn., Civic Auditorium, Asheville, N. 
C., George Vanderbilt, Battery Park. 

March 10-11-12—Intermountain Lumber Deal- 
ers Association, Salt Lake City, Utah, Hotel 
Utah. 

March 14-15-16—Independent Retail Lumber 


Dealers Assn., Minneapolis, Minn., Hotel 
Radisson. 
March 16-17—Lovisiana Building Material 


Dealers Assn., New Orleans, La., Jung Hotel. 
March 16-17-18—lowa Retail Lumbermens 
Association, Coliseum & Hotel Savery, Des 
Moines, lowa. 

March 24-25—Florida Lumber & Millwork 
Association, Inc.*, St. Petersburg, Fla., Soreno 
Hotel. : 

April 6-7-8-9—Ten Lumber, Millwork & 
Supply Dealers Association, Knoxville, Tenn. 
(Place unannounced). 

April 7-8—Mississippi Retail Lumber Dealers 
Assn., Biloxi, Miss., Buena Vista Hotel. 

April 7-8—New Jersey Lumbermens Associa- 
tion*, Atlantic City, N. J., Traymore Hotel. 
April 10-11-12—Montana Retail Lumbermens 
Association*, Missoula, Mont., Florence Hotel. 
April 21-22-23—Southern California Retail 
Lumber Assn., Los Angeles, Calif., Ambassa- 
dor Hotel. 

April 24-25-26—Lumbermen’s Association of 
Texas, Dallas, Texas, Fair Park Agricultural 
Bldg. 

May 6-7-8—Arizona Retail Lumber & Bldg. 
Supply Assn., Douglas, Ariz., Gadsden, Ariz. 
Note: Convention schedules for the following 
were not available at publication time: 
Arkansas Association of Lumber Dealers. 





UPS PRODUCTION 


Insulating board lath companies 
step up output to meet demand 


PRODUCTION of insulating 
board lath during the first six 
months of 1948 was 60 percent 
above the same period in 1947, ac- 
cording to J. B. Blackburn, mar- 
ager of the Insulation Board In- 
stitute. Blackburn reported man- 
ufacturers are increasing produc- 
tion to aid in completion of houses 
now under construction. 

He indicated that enlarged factory 
space will allow even greater gains 
in production for the balance of 
the year. In recent months short- 
ages of plaster base materials has 
often held up completion of houses 
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...says typical dealer of the NEW 

















i, PAINT PROFIT PLAN 


Dealers agree (and sales prove it!) that the Foy Color Profit Plan has 
everything. More net profit, in dollars as well as percentage. More 


turnovers, from 3 to 5 times per year. Lower investment, a third to 





| <Foy) | 
avreameeee one-half — because stock is considerably reduced. Easier selling because 

you have a wide range of easily obtained and duplicated colors. You 
can furnish practically any color in any finish, satisfying 95% of color 


demand. You never have “dead” colors to cut down your net. 


The Foy Color Profit Plan is a masterpiece of simplicity — 120 smart 
modern colors made instantly from white and six popular shades by 
using little color capsules. Same colors can be matched quickly in 
enamel, modified gloss, flat and even house paint. No measuring, 
no extra containers, no guess work, no mess, no lost time. Handle 


customers as fast as they come in! 


Never have paint dealers been so enthusiastic. Write us for actual 


proof from dealers of greater profits with the Foy Color Profit Plan. 


ort WR ron" \ A FEW FRANCHISES NOW AVAILABLE 
® Aa Wt for high-caliber dealers in Ohio, Indiana, Illinois, Ken- 
nt) tucky, Tennessee, Pennsylvania, West Virginia, Alabama, 
® 4 Georgia and Michigan. SEND TODAY for further details. 
L< 3 | | Use convenient COUPON BELOW. 
Ee 8 wate WL’ \ Foy Paint Company, Dept. A 
: £33 : : aA \4'\ . ie : \ ! 1776 Mentor Ave., Cincinnati 12, Ohio 


Yes, I’m interested in a no-obligation explanation of the Foy Paint 
\ Profit Plan. Get complete details to me at once. 


NAME 
STORE 
ADDRESS 


CITY ZONE STATE 














* Name on request. 
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Western Wholesalers 
Offer You Service 
from Many Mills 


Get the lumber you want from your 
Western Wholesaler. If it's to be 
had, he knows where to get it. He 
is up and down the coast among the 
mills week in and week out. He 
knows each mill's facilities and strong 
points—which can take on additional 
business. 


Let these leading Western Whole- 
salers supply your next requirements. 





Duncan Lumber Co., Inc. 
White Bldg., Seattle | 
Specializing in dimension and boards. 


Morrill & Sturgeon 


Lumber Co. ‘wardens 
Yeon Bidg., Portland, Ore. 








Pacific National Sales Co. 


West Coast Lumber 
Charles B. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 





WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 









564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lumber Co., Inc. 


1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 











Main 6954 
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as much as one to three months. 
This situation has prompted many 
plaster board manufacturers to con- 
centrate more facilities in turning 
out more insulating board lath 
products. 


HOUSING LOANS 


Senator says government may 
be forced to finance homes 
CHARGING that banks and 
other lending institutions are fall- 
ing down on the job of making 
loans on low-cost houses, Senator 
McCarthy (R., Wisc.) warns that the 
Federal government may be forced 
into the banking business, a step 
he said he “heartily dislikes.” 
“This practice of refusing to make 
loans on FHA approved homes is 
so widespread it is jeopardizing the 
housing program which Congress 
approved this year,” he believes. 
He adds that the reluctance of 
banks to make loans is due in part 
to low interest rates and to the 
fact that they require a great deal 
of book work. 


LUMBER PRODUCTION 


Total board foot figures to 
be five percent over 1947 


LUMBER production in Au- 
gust reached a new peak and was 
the highest monthly total on rec- 
ord, R. A. Colgan, Jr., Executive 
Vice President of the National 
Lumber Manufacturers Association 
reported today. 

The lumber industry produced at 
least 3.6 billion board feet during 
August, according to the prelimi- 
nary reports received by NLMA 
from all producing regions in the 
country. This made the sixth con- 
secutive month with an output of 
more than 3 billion board feet. 

“If there is no slackening of de- 
mand, production will continue at a 
high level,” Mr. Colgan declared, 
“with total output for 1948 exceed- 
ing last year’s 37-billion-board-feet 
by at least five percent.” 


TREE FARMS 

In releasing the production fig- 
ures, Mr. Colgan pointed out that 
the great volume of lumber being 
manufactured is stimulating the 
continuing improvement of forest 
resources, rather than the contrary. 
The heavy demand for lumber and 
forest products, he said, is serv- 
ing as a strong incentive to owners 
of both large and small tracts of 
forest lands to manage their hold- 
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ings so as to yield continuous 
crops of trees. “We are rapidly ap- | 
proaching the point,” he said, 
“where we will be literally growing 
all the trees we cut for use.” 

The Tree Farm program, spon- 
sored by the lumber industry, js 
expanding rapidly, Mr. Colgan 
stated. It is now operative in 2] 
states and already embraces over 
15 million acres of forest lands, 
Tree farms are areas dedicated to 
the growing of forest crops for 
commercial purposes, protected and 
managed for continuous produc- 
tion. 





eat Rep: 









Sate canteens a8 anne in = ole 





aR, 


PRODUCERS COUNCIL 


Miller seeds need to measure 
savings from modular materials | 


FURTHER research in the field |) 
of modular coordination is likely 
to be undertaken by the Producers 
Council, David S. Miller declared in 
his president’s report submitted at 





JAMES M. ASHLEY, of Libbey-Owen« 
Ford Glass Co., newly elected presiden! 
of the Producers Council. Ashley sue 
ceeded David S. Miller, who will remain 
active in Council work. 


City last month. 

Mr. Miller, who was succeeded 
as president by James M. Ashley, | 
Libbey-Owens Ford Glass Co., will | 
continue active in Council work af 
chairman of the manufacturer-deal- | 
er coordinating committee. 

“Unless we soon receive from a! 
outside source some kind of al [ 
thentic estimates of the saving re | 
sulting from use of materials ant |” 
equipment with modular dimet-|7 
sions, we shall have to consider the | 
feasibility of arranging for a study | 
which will produce the desired fig 7 
ures,” asserted Mr. Miller. “I knov 
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1itted at F oY Picture windows framing attractive 

; - views build outdoor beauty into a 
home, add good looks and smartness 
w herev er used. 





rreneentereemnent mane (Hass / 


e Modern home makers have found that they can give their homes 
“the modern look” quickly and easily with glass. Glass adds glamor, dis- 
tinction and greater convenience to every home. Your suggestions for 
up-to-date uses of glass in the home will please your customers . . 
and help your business. 








For example: a picture window in the living room gives an air of 
spaciousness and luxury. A mantel mirror reflects color and movement, 
making the room seem brighter and larger. “Spruce up” mirrors in 
kitchen and entrance hall are a convenience that housewives enjoy. 
Walls or wainscots of Carrara Structural Glass bring color and easy 
cleaning to kitchen and bathroom. And Pittsburgh Corning Glass 
Blocks flood hall or kitchen work surfaces with plenty of natural light, 
yet exclude dust and vision. 


Send in the coupon below for our free illustrated book which con- 
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Gentlemen, send me 
Ding” ad campaign 


EE sc ckt ede ceareccewaes 


DEE wdcccessateeewendeuewens 





a We cceseesons * 7 Mail Today! 


A complete ad service — 
New — Yet Proved — 
Resultful — Economical 


87 MADISON AVE* NEW YORK Is NEW YORK 











N. B. Reynolds 
Sales Manager 





Montgomery 1, Alabama 


200M' Ix4" +#2&Btr. Yellow Pine R/L 
300M’ 1x6&8" +2&Btr. Yellow Pine R/L 
100M’ Ixl0&12" #2&Btr. Yellow Pine R/L 
200M' 2x4" #2&Btr. Yellow Pine R/L 
100M' 4/4" #2 Sap Gum & Tupelo $2S 
200M' 4/4" +1&Btr. Sap. Gum & Tupelo 


YOUNGERMAN-REYNOLDS LUMBER CO. 


Mills & Resaws: 
Samson, Ala. 
Wetumpka, Ala. 


100M’ 4/4" #2B Poplar $2S 

100M' 4/4" +2A Poplar 

200M' 8/4" +2B&2A Poplar 

50M' 8/4" +2&Btr. Magnolia 

50M’ 4/4" #2&Btr. Magnolia $2S 
100M' 8/4" #1&Btr. Swamp Cypress 
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IT MEANS lumber that is well-manufactured 
—smoothly dressed, accurately run to pattern, 
double-end trimmed to size. 


IT MEANS lumber that is properly seasoned 
or dried. Over 80% of our output, including 
all finished products, 
dried. Air dried is available on customers’ _ 
specifications. All air dried stock is Dowicide 


is scientifically kiln 


IT MEANS lumber that is accurately graded— 
that will meet any grade inspection. 


Mixed cars mouldings, flooring, 
baseboard, casing, finish stock, 
sheathing, boards, dimension, etc. 


Seapets _ 
OTHERS iii 


MILEY, SOUTH CAROLINA National 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 


What LIGHTSEY QUALITY 
Means to You, the Buyer 


IT MEANS lumber produced from fine quality 


Manufacturers 
Band Sawn 


N. C. PINE 
Hardwoods 
Cypress 


End-Matched 
Pine, Oak, 
Maple & Gum 
Flooring 











Member: 


Hardwood 
Lbr. Assn. 
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of nothing that would get modular 
construction adopted more widely 
than the publication of figures 
showing the actual and potential 
savings which it brings.” 


MODULAR SAVINGS 


Earlier Mr. Miller outlined sav- 
ings effected by modular coordina- 
tion in the construction of six I-E 
homes at the University of Illinois. 
This study was undertaken coop- 
eratively by building materials deal- 
ers and manufacturers. 

Although time and labor studies 
disclosed savings of 9.8 percent in 
overall cost, “This study does not 
measure in any respect the further 
substantial savings resulting from 
the use of modular materials,” Mr. 
Miller said. He said the Council is 
studying the possibilities of ex- 
tending the I-E house program to 
include further details including 
multiple rental housing. The co- 
operation of the AIA and the Hous- 
ing and Home Finance Agency is 
assured. 


DISTRIBUTORS 


Annual meeting held in Toronto— 
new officers elected by group 


THE Wholesale Hardwood Dis- 
tributing Yards Association held 
it annual meeting at the Royal York 
hotel, Toronto, on September 27-28- 
29. 

Frank Connelly of the Western 
Hardwood Lumber Co., Los Ang- 
eles, was elected president to suc- 
ceed Jackson Kidd. Virgil Leech, 
General Hardwood Lumber Co., De- 
troit, is the new vice-president. S. 
A. Sconce, of the Omaha Hardwood 
Lumber Co., Omaha, was elected 
secretary-treasurer. 


CONSTRUCTION 


Building volume for September 
sets another new monthly high 


THE value of new construction 
set in place during September was 
$1,800,000,000, a new single month 
record, according to the Department 
of Commerce estimate. The total 
was one percent over August of 
this year and 27 percent above the 
figure for September, 1947. The 
department noted that there is 
usually a small seasonal decline in 
September. 

The total construction value for 
the first nine months was $13,000,- 
000,000, a gain of 13 percent over 
last year. Housing fell one percent 
as compared with August, but gains 
were registered in public works 
and business use construction. 
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WASTING TON 


RETAIL LUMBER STOCKS, according to the 
NRLDA, were up by 2.3 percent the Ist of Sep- 
tember, as compared with a month earlier. These 
stocks are estimated to be 4,787 million feet. The 
Department of Commerce report, entitled ‘‘Lumber,”’ 
indicates that retail stocks are larger but continue 
to show a lack of balance. Common lumber is at 
93.7 percent of normal, while uppers are at 51.3 per- 
cent. 

PRICES, according to composite reports, are firm 
for uppers but soft for the lower grades of common. 
Upper grades continue to advance. The smaller 
and so-called marginal mills which in the aggre- 
gate produce a large footage, are not equipped 
to carry much stock. They produce a rather large 
percentage of lowers; so if these grades soften in 
price many marginal mills shut down, thus of course 
causing prices to strengthen again. 


DEMAND FOR NEW HOUSES continues strong; 
and industry opinion holds that the market will 
carry well into, or through, next year. The $64 
question is how to supply the mounting demand 
for less expensive houses. However, Washington 
holds that home construction is one of the three 
current supports of the national economy. The 
other two are (a) expanding business investment 
in equipment and inventory, and (b) the tide of 
Federal spending. 


HIGHER COSTS: Eastern builders, and many 
others for that matter, expect still higher construc- 
tion costs. Except for their own profits, the builders 
can't control these costs. Higher freight rates, 
higher prices for most lines of building materials, 
labor preparing to ask still another advance, all 
- factors show up in the price tag. Washington 
Sulders say their profit margin in percentages is 
i third smaller than 20 years ago. 


SHORT-TERM OUTLOOK: Present building sea- 
5 assured, unless some cosmic cow kicks the 
rn over. The soft spots in the business pat- 

and they do show up here and there — are 
pelieved by private economists to mean any 
ral decline in production or distribution. Fig- 
ssued by the Department of Commerce indi- 

.at personal incomes are at the highest level 
‘ory. Well, that makes the market. 


“TSEL is expected to set a peace-time high in 
‘tion this year; probably 88 million tons. The 
car industry expects a demand for all pos- 
croduction through ‘49. So far, the shifts to 
er’s market — and those shifts have appeared 
umber of lines — have caused little disturb- 
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FOREIGN STUFF: 
likely, either this year or next. Better not bet on it; 
but shrewd people guess the Bear of Moscow is 


It's bad; but hot war isn’t 


merely capitalizing a nuisance value. Borrowing 
from Mr. Dooley, Moscow “rayfuses to be threated 
as a friend. It wants to be threated as an inimy. 
It thinks it gets more that way.” Nothing to joke 
about; but if our enemies had wanted a war they'd 
have started it last summer. 


LONG-TERM OUTLOOK: The cold war will make 
a lot of difference in business. Rearmament, for the 
next fiscal year, will cost 15 billions or more. Gov- 
ernmental expenditure, for this fiscal year, will be 
more than 43 billions; involving, probably, a sizable 
deficit. This high government finance involves not 
only money but raw materials, processed goods 
and labor supply. Impact on domestic markets is 
simply terrific. 


MANPOWER SHORTAGE: Better get ready for 
iit. Sure enough, it MAY not haze you. But note 
that right now there’s an acute national shortage 
of masons and plumbers. A big defense program, 
added to a high-employment crisis already in being, 
will be something for every business man to watch, 
especially for business men in our industry, de- 
pending as they do upon a collateral supply of 
carpenters and other building mechanics. 


ANOTHER WAGE BOOST, the fourth round, is 
in the making. The National Foremen’s Institute, 
a fact-finding concern that serves a good many 
thousands of employing business men, says the pat- 
tern for the next wage increase has been pretty 
well set. It averages just under ten cents an hour; 
or the same total amount applied to insurance, 
sick leave, health benefits, retirement funds and 
similar social projects. 


“CHRONIC CRISIS” is the name often applied 
in Washington to the European mess. Few people 
entitled to an opinion believe a dependable settle- 
ment is near. It seems to mean a chronic pre- 
paredness effort; which in turn may mean chronic 
high-level prices. The experts are cautious about 
predictions, since the structure of wages and prices 
is top-heavy; but most of them think any decline 
next year is likely to be minor and temporary. 


U. S. CHAMBER OF COMMERCE: ‘We now face 
the difficult task of steering a middle course in our 
policies so as to check inflation without precipi- 
tating contraction.” It is a tough one. The New 
York Times thinks “a ceiling has possibly been 
reached in the boom.” Better keep an eye on that 
Chronic Crisis. It’s most potent factor in sight, in 
relation to the long-range course of business. 
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More than 40 years of experience in pine millwork 
manufacturing are behind this superior window and 
frame unit now available in a wide choice of lay- 
outs and sizes. Low prices plus fast installation 
build profits for you—satisfy customers. 














-+i's=:+23-) want more for sheathing, sub-floor- 
SHEATAING 











tk ing, roof sheathing because it does Check These Advantages 
the construction job faster, easier, stronger, 
1—Tongue and groove air-lock. 

neater. And you want a dependable source 2 -All metal weatherstripping and sash guide. 
of supply—call Williams Plywood Company 3—Sash completely pre-fitted. | 
for straight or mixed carloads. 4-Blind stop and sill tongue grooved together. 

4 S—Durable, distinctively designed moulding. . ij 

: PLYFORM—tThe highest quality 6—Moulding dimensions conform to modular sizes. P 


DOUGLAS FINN. ¥ ; 
LYSORD concrete form panel for practically 7—Rabbeted check rail for superior weather lock. 

. 8-Built of Western Ponderosa pine. Toxic treated 
every type of concrete construction. to resist weather, wear, and termites. 


All panels are edge-sealed and oiled. Avail- ‘ 
; an Manufactured by Western Pine Mfg. Co. of 
able in carload lots. Phone Williams Plywood 


a iaiaaiaaiiaaiaiasin THE DIXON INDUSTRIES || . 
ast gust AO GOA Renn R. DIXON 


PRESIDENT VICE-PRESIDENT TREAS- MANAGER 


LINCOLN 3342 


For Full Information about Weather-Lok Units - 
Write or Wire 


JOHN H. MEARS, Inc. . 


Baltimore 30, Maryland ‘ 
W : L L j A M S ELLIS GLAZING CO. 4 


Henryetta, Oklahoma 
PLYWOOD CoO. EXCHANGE LUMBER & MFG. CO. é 


222 CHAMBER COMMERCE BLDG. * INDIANAPOLIS Spokane, Washington 
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Social Consciousness vs. Socialism 


Management has a clear cut obligation to improve its public and human relations. 


To all lovers of freedom the accelerated trend in 
all democracies toward a socialistic economy over the 
past 20 years is a disheartening spectacle. 


The socialistic party platform of 1928 is in most 
respects effective law today. 


To reverse this trend and halt the decline of free- 
dom should be the goal of every true American. 


Constructive action can only be based on a realistic 
understanding of both causes and effects. 


The effects are apparent—Congress after Congress 
from the seventieth to the eightieth has passed ever 
increasing numbers of laws which curb economic 
freedoms. 


(A democracy like ours can vote itself into a 
socialistic government. ) 


To find the causes, we must dig deeper. 

Laws are passed by legislators who seek reelection 
through giving the majority of voters what (they 
think) they want. 

But votes are also effects rather than causes. 


Kmployes have more votes than employers—man- 
agement is always a minority. 

When the majority elects legislators who legislate 
socialistically, the cause is a belief that they will be 
better off than they would without such laws. 

The theoretical basis of legislation in a democracy 
is to curb evils, right wrongs, cure economic troubles 
and generally improve the condition of the people. 

But socialism has proved a false hope where tried. 

Two courses are open to management: — 1) to 
demonstrate that socialism is a false hope, and 2) to 
voluntarily improve what is not right and thus ob- 
viate the need for legislation. 

In our eagerness to establish the first we must not 
overlook the second. 

This means management must realistically take 
into consideration employe interest and public in- 
terest in all decisions. 

Social consciousness must be a part of management 
thinking and action to avoid socialism. 

With dynamic humility, management must admit 
that it is not infallible but that it is constantly seeking 
‘o Improve its batting average. 

Management must seek out, segregate, identify and 
correct its weaknesses before the voters do. 

Such a cause will bring the right effect—and we 
will stop and reverse the trend to socialism. 
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Management generally is too prone to blind itself 
to its own failings. This is especially true in the 
building industry, partly because of the decentraliza- 
tion of responsibility in the industry. 


We have been vociferous in our demands for free- 
dom of enterprise and relief from bureaucracy. 


And yet we have fought a losing battle. To protest 
is not enough—we must perform better. 


Clarence Francis, chairman of the board of General 
Foods, stated the case clearly at the Annual Alumni 
Conference of the Harvard Business School in mid- 
June when he said: 


“I believe that business must serve employes, stock- 
holders, consumers, and the law, and that manage- 
ment must keep the interests of all these elements in 
balance. 


“I believe that management’s operating goals are 
continuously improved productivity and growth—in 
order to provide jobs, reward investors, attract capi- 
tal, and provide more and better goods and services 
at lower cost. 


“T believe that the greatest assets of a business are 
its human assets and that the improvement of their 
value is both’ a matter of material advantage and 
moral obligation; I believe, therefore, that employes 
must be treated as honorable individuals, justly re- 
warded, encouraged in their progress, fully informed, 
and properly assigned, and that their lives and work 
must be given meaning and dignity, on and off the 
job.” 

If all management were motivated by such thinking 
we would have the cause which would bring the 
effect of a majority of votes for freedom rather than 
socialism. 

Let’s be realistic. Our final and ultimate choice is 
to become socially conscious in management decisions 
or have socialism foisted upon us. 


EDITOR 











MAKE EXTRA SALES! 
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Give customers a choice of lower cost material! That 
is the keynote today of smart merchandising programs 
being followed by thousands of substantial lumber dealers. 
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It builds good will—insures future sales—pays off in 
- ™ extra sales. For nothing on the market, we believe, gives P 
Fi b r a mi | the customer so much satisfaction for so little money as - 
I e it Upson Dubl-Thik Fibre-Tile Panels. * 


Check up! Upson Dubl-Thik Fibre-Tile Panels make a 
wall unmarred by visible nail holes. Panels are securely 
anchored from the back by unique Floating Fasteners— 
exclusive with Upson. Special surface makes an ideal base 
for a beautiful enameling job to suit any color scheme. Your 
customer gets a crackproof wall made of tough 5-ply lami- 
nated panels more than 4” thick. Will not chip or loosen. 
Millions of feet in use for many years. F.H. A. approved. 


You don’t have to stock an excessive inventory. And 
you can profit on mouldings, fasteners and enamel—from 
standard stock. Order today from your Upson jobber, write 
or mail the coupon below. 






Easily Identified By The Famous BLUE Center 
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THE UPSON COMPANY 
510 Upson Point, Lockport, New York 
Send me your booklet '‘Gleaming Magic,’’ prices and directions for applying Upson Dubl-Thik Fibre-Tile. 
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at} Building Materials in Action 
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| DISPLAY 


Display stresses products in use— 
it’s easy for prospects to make 
visual comparisons 
















PHIL P. AMES, progressive owner of Smith 
Lumber Co., Laconia, N. H. Ames got modern 
merchandising training in the builders’ hard- 
ware department of the Carlisle Hardware Co. 
Counter in photo contains 41 drawers. cup- 
boards, catalog files, and product displays under 
the glass top. Featured here are samples of all 
types of moldings, wallboards and plywood. 





IDEA behind the interior design of this store is to get materials in first 
hand contact with customers and displayed so buyers can see how they 
look in action in the house. This photo shows plywood and insulation. 
Plywood is shown in a variety of uses; insulation samples are fastened 
in pull-out drawers which show how various types will look when in- 
stalled between studs. This type display is also easy to keep complete 
and in order at all times. It has the psychological advantage of giving 
prospect feel of product in action. 
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ones BATHROOM fixtures, tile wall panels, mirrors 

: and other accessories are displayed in this 
ce a group, again showing products in action wher- 
ely ever possible. This small town store indicates 
"wa that modern merchandising methods can be ap- 
ase plied to any store, largé or small. 
our — 
mi- 
en. 
ed. 4 
nd ONE of a number of kitchen displays showing building materials in 3 
om tction. Cupboards and shelves for this display are by Gregg and Son, y 1g 
te ‘ashua, N. H. millwork firm. This particular section has been left un- ae ae 


nished to show fine materials and workmanship. Other sections are 

painted to show fine finish job. Carrying out the merchandising theme 
the store, this display is finished as though ready to use in the 

itchen. Note the small touches such as clock and trays. It is the fine, 
polished details in setting up displays that make them effective. 
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HERE is how to display numerous items in a small area without giving 
an overcrowded appearance. Count the variety of items and samples in 
this small area. Then note there is room for prospects to circulate 
around and make comparisons and choose. But it takes intelligent 
planning and follow-through to get the most value out of small space 
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MASTER MERCHANTS OF THE LIGHT 
CONSTRUCTION INDUSTRY 


One of the Nation's outstanding building products re- 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be a source of 
practical business ideas and inspiration to other retailers 
in the industry. Only top-flight merchants will be fea 
tured in the series, but a sufficiently large 5 
them meet the eracting requirements so that it will take 
many months to cover them al! 
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COVER: The Mauldins 





Selling 5,800 


LIBERAL use of glass has opened entire sales floor to shopper’s vision. 


Hout 





VERY HOMEOWNER is a po- 
tential customer. 

That is the merchandising guide 
used by Mauldin Lumber & Build- 
ers Supply Co., Clovis, N. M., op- 
erated by C. E. Mauldin, Sr. and 
his son, Charles E. Mauldin, Jr., 
manager, both Master Merchants 
of the Light Construction Industry. 


Using the above unwritten motto 
as a guide, Mauldin’s has expanded 
seven times in the last nine years. 
From an old round-topped barn in 
which the business was established, 
the physical plant has grown until 
the yard and buildings are equal 
to four city blocks in length. 


The latest expansion this year re- 
sulted in a 170x24-foot section, 
mainly a display area and new of- 
fice unit overlooking the main floor 
and connected to it by a short ramp. 


BUILT primarily of Insul-Tile, a 
construction block composed of 
pumice and cement and developed 
by the company itself, the new ad- 
dition also employs large areas of 
glass, thus opening the entire store 
to consumer trade. 

The outside walls of the building 
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All store photos by Iden’s, Clovis, N. M. 


are coated with enamel instead of 
stucco in an experiment to test the 
new treatment. Inside, the build- 
ing is finished with enameled tile- 
board halfway to the top of the 
wall, and insulating wallboard with 
a finished surface on the upper 
walls and ceiling. The floor at the 
street level is covered with asphalt 
tile while the floor at the office 
level is covered with rubber tile. 
Both the new building and the 
older structure are air conditioned. 
Artificial lighting is provided by 
the cold-cathode, sealed tube lights 
which avoid the flicker and delays 
usually associated with the tube- 
type lighting systems. 

Some 5,800 items are stocked by 
Mauldin, which operates a whole- 
sale as well as a retail business. A 
partial list of the wide variety of 
items carried may be seen in ad- 
joining columns. 

A PLANNED advertising program 
is constantly helping build sales. 
The company uses daily newspaper 
display space, samples of their ad- 
vertising being shown in these 
pages; copy is changed several 
times a week. Mauldin’s subscribes 


The Mauldins, New Mexico Master Merchants, have ex- 
panded seven times in nine years, to fully service the home- 
owner, rancher and contractor 


to Norm Advertising, Inc. for car- 
toons, building its own copy around 
the sketches. The company believes 





Kel uO pease 


in featuring products and services; 


it uses no institutional advertising. 
Nearly all manufacturers serving ff 


Mauldin’s provide mat advertising 
service and some of them pay 50 
percent of the amount spent in 


radio advertising of their particu- | 


lar product. 


To reach 
farm area, Mauldin’s is on the air 
with spot announcements five times 
daily. 

Salesmen are trained on the job, 
most of them being recruited from 
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CHARLES E. MAULDIN, JR., manager 


MAULDIN, SR., 


company 


C.. E. founder of the 


Mauldin trading area. The bonus 
system is based on total sales and 
is payable quarterly to all sales 
personnel and the office manager. 

The store maintains a perpetual 
inventory which is kept up-to-date 
by the addition of invoices as mer- 
chandise is received, and all sales 
tickets are posted against the total. 

The management is considering 
utilizing to the maximum the 
equipment in the carpentry shop 
wh formerly pre-fab granaries, 
feeders and other buildings were 
turned out. 

ACH salesman carries his own 








estimate book in which take-offs are 
made; each item is enumerated and 
priced, the consumer receiving the 
total figure. Estimates are fur- 
nished free. Mauldin’s also pro- 
vides free delivery in truckload lots 
anywhere in its trading area. 


Approximately 85 percent of the 
company’s business is in rural 
sales, 10 percent of the overall vol- 
ume is urban trade and about 5 
percent to contractors. Mauldin’s 
owns and operates the Plains Con- 
struction Company, general con- 


EYE-CATCHING displays are arranged to attract store and sidewalk traffic. 
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UILDING Propucts MERCHANDISER 





tractors; house construction jobs 
are allotted subcontractors on the 
basis of which one is ready to start 
work at the time required. 

Mauldin’s does not contract in 
the light construction field. It does 
recommend reliable mechanics and 
arranges financing. Mauldin’s bud- 
get plan makes it easy for the con- 
sumer to build or redecorate. The 
company will finance purchases for 
as little as 10 percent down and 
the balance budgeted on monthly 
payments or crop terms. Costs and 
specifications for home building— 
including a complete material list- 
ing—are furnished prospects with- 
out charge. 

Sales are broken down into six 
departments: plumbing supplies; 
electrical; hardware; building 
block; lumber and building mate- 
rials; appliances. 


BLOCK PLANT OPERATION 


THE building block department 
has turned out five million Jnsul- 
Tile blocks in the last two and a 
half years. These have been dis- 
tributed over an area which in- 
cludes New Mexico, Texas, Kansas, 
Oklahoma and southeastern Colo- 
rado. The formula for the block 
was developed by Charles E. Maul- 
din, Jr., who also designed the 
molds. In the development of the 
formula, Mr. Mauldin did an enor- 
mous amount of research and made 
innumerable inspection trips in a 
plane piloted by himself. 


Prior to entering the building 
materials field, Mr. Mauldin, Jr. 
spent four years with the U. S. 
Bureau of Reclamation as engineer 
and general foreman of a crew of 
200 men engaged in building 
houses, bridges, dams, etc. He later 
did all the blueprint work in help- 
ing his father develop the 160-acre 
Mauldin addition in Clovis. 

When the tile plant is operating 


39 





ONE end of the showroom is devoted to a wide variety of 


appliances. 


two shifts, the organization em- 
ploys some 36 people. A_ branch 
yard is operated in Tucumcari. 


Here’s a few of the 5,800 items 
stocked by Mauldin: 


Building Materials 


Roofing 

Floor tile 

Inlaid linoleum 
Wallboard 

Plastic and metal wall tile 
Flooring 

Aluminum windows 
Garage doors 
Commercial windows 
Paints, varnishes and enamels 
Aluminum siding 

Brick 

Doors 

Screening 

Dimension lumber 

Glass brick 

Asbestos siding 

Glass 

Wallpaper 

Insulation 


21) 
22) 
23 
24 
25 
26 
27 
28 
29 
30 
31) 
32) 
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EVERY ONE of these Mauldin employes is an ex-serviceman 


or woman, 
manager; Mrs. 


Rothwell, 


Hardware 

Caulking compounds 

Metal edgings and bindings 
Lime and cement 

Cabinet sinks 

Stainless steel kitchen sinks 
Medicine cabinets 
Fireplaces 

Floor and wall furnaces 
Light fixtures 

Electric, gas and kerosene water heaters 
Weatherstripping 


Home Appliances 


Ice and electric refrigerators 
Frozen food cabinets 
Walk-in refrigerators 
Radios 

Vacuum cleaners 
Electric mixers 
Electric grills 
Electric toasters 
Waffle irons 
Pressure cookers 
Clocks 

Chimes 


Coffee makers 
Turn to page 82 


BUILDING materials for this residence were supplied by 


Mauldin. 


TWO-SHIFT crew is employed in tile plant which produced 
5,000,000 building blocks in past two and a half years. 
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Left to right: 


Virgil Hunton, Benj. T. Hill. sales 
Bettye Monser, office manager; Mrs. Colene 
Vaughn McDowell and E. L. Williams. 





"THAT'S WHAT A 
FARM BUILDING 
SHOULD LOOK LIKE!" 


To build that new granary, dairy barn. machinery shed or other 
farm building, THE WAY THATS BEST FOR YOUR FARM— 
talk it over ut MAULDIN LUMBER CO. The top-notch materiale 
you want are available including “INSUL-TILE™ and you can pay 
only 10% and take 24 months to pay the balance 

The same complete service is available for Home Rep 
modeling. See us about converting that wasted attic, 

und garage space into cheery, comfortable extra rnonn. 


Suggestions For Your Form Remodeling Program 


Jacusti Electric Water Systems, completely automatic. STOCK TANKS, galvanised ref 
top. aso available in Cypress. Plain ALUMINUM SIDING: 1x6 kiln dried Yellow Pine 
COBRAL FENCING. BARBED WIRE, HOG FENCING, CHICKEN WIRE, RED 
PICKET FENCING; ELECTRIC STOCK PRODS, ELECTRIC FENCING; 
ROOF, BARN AND HOUSE PAINT. ROOFING the enduring new TITE-ONS 


shingles and just about any weight you require in rolled roofing. 


We Deliver in Truck Load 
Open Sacui As Coual, eo Lots at Clovis Delivered 
Ca eM Prices 


SUPPLY Gc 
y mae £8y : = os _ TwcumeaR! | 








Mauldin’s subscribes to a cartoon service, 
then writes its copy around the cartoon 
idea. 


SUBMERSIBLE pump is latest addition to wide variety 
farm equipment stocked by the store. 


#40 DN 


ROLLER conveyors are used to save labor and cut loaditt 
time. These two trucks can deliver 4,000 tile per trip. 
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Fact and Comment 


on Nation’s Affairs 


Spotlighting economic factors 
that affect your business 


WHEN NEW construction got into 
high gear under private enterprise in 
1947, volume of mortgages insured by 
FHA took a tremendous leap. The vol- 
ume of mortgages insured during the 
war years was surprsingly high com- 
pared to new construction. Explanation 
was high turn-over of existing dwellings 
on which FHA acted as insuring agent. 


THE LUMBER industry is conclud- 
ing its second consecutive all-time peak 
year for production. It is doubtful if 
lumber production will climb much 
higher than its present level under ex- 
isting economic conditions. Although 
some large new manufacturing units are 
being readied for operation, any level- 
ing off in the price will tend to force 
present marginal producers off the mar- 


ATL. 


_ THERE ARE those who dream about 
the days when a dollar was worth some- 
‘ung near 100 cents—or even 78 cents. 
out they forget so few people had any 
‘ollars, that business got in the dol- 
‘cums. Today—with the dollar worth 
bout 40 cents—the great majority of 
‘mericans are getting enough dollars 
very pay day to drive the nation’s pur- 
hasing power to an all-time high. 
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FHA Mortgages By Years 





miuuions of Yearly Volume of Mortgages Insured by the 
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OUTPUT OF LUMBER “| 











BILLIONS OF Total Production of Lumber in the First BILLIONS OF 
BOARD FEET Seven Months of-Each Year BOARD ~y 
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Purchasing Power of the Dollar 
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Purchasing Power of the Dollar as Reflected 








CENTS in Changes in the Cost of Living CENTS 
100 13=100 Cents — 100 
913 | | ig 
90 100c ~ June 1933 
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....+ ADVERTISING | 1 


Here’s how dealers across the country are 
using newspapers to promote their products 


TIME PAYMENT plan is a feature 
of the Czerwiec (“Sir Wick”) display 
advertisements in Chicago newspapers. 
Note how spot illustrations and prices 
catch the eye. 
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Modernite Your Doorways with 
Metal Arche 2 =. 
ALL STANDARD 78. 
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55-lb. ROLL ROOFING 
Highest quality, corru- 
gated gunmetal finish. 
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a Primer *™ Finish Coat 
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LUZERNE LUMBER CO. 


LUZERNE-DALLAS HIGHWAY 
PLENTY OF PARKING SPACE AVAILABLE . 


- » DRIVE IN THE YARD AND PARK 


Wyoming Valley’s New Builders’ Department Store 
Building Supplies For The Home At Lowest Prices Possible 
For Outstanding Buys -Visit 


THE LUZERNE LUMBER CO. 


Flintkote 


OO-LB. 
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quality. Attractive 
colors, red, grees, 
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PRICE-CONSCIOUS shoppers from Wilkes-Barre, Pa., are at- 
tracted across the Susquehanna River to Luzerne, where the Lu- 


zerne Lumber Company plays up its outstanding buys by taking 
generous newspaper display space. 
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“DON’T PUT IT OFF — PUT IT 
ON” is the catch phrase (see ad on 
opposite page) that attracts roofing 
customers in Minneapolis to the Rich- 
field Yards. Free estimates and time 
payments are additional incentives. 
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tion. it packs os 1 pours, eutemationtip exsening rs, A tion of 80 years of reliability, is the oe 

: ths pean tein theme employed by Wm Cameron & | 

| a insulation that quickly pays for , Ce. Wane, Tex. . CELOTEX 
SAVE HIGH LABOR COSTS. PRODUCTS NOW IN STOCK! 

« YOURSELF IN A FEW HOURS OF YOUR SPARE cy S34 Se a 
TIME! a Uy A @ CELOTEX SHEATHING 2’ x 8’ SHEETS 
cote aot pick 1%” EXTERIOR BOARD 
’ 
™ _ | You’ll Save On Fuel, Too... CHARCOAL FOR PICNICS - 
; con vo vom oc wa engr or sar’ 
d.. First ! rl ry 
—. Proper Insulation In Your Attic Can oT 
Save You Up To 30% On Fuel Bills °c ce 6 em 
Roll ss Me . Inc., in 
i E e 9 Madison, Wis. emphasizes well-known 
AL Xpensive a trade names already familiar to the 
leofing consumer. 


«| You Can Buy Enough 
$ pi: 5 . eS 
ingle © | ZONOLITE For A 

















. 28° x 24 Attic For Only....-.- 
Fees 
FA Cos ees eSeaTS VERMINPROOF 
7.1178 © 
3 today’s big door valuel Come detadis. 
i 3 é 4 K FITE i BOB EBENREITER, vice president, : Anctnoncnlinyeti 
ss Ebenreiter Lumber Co., Sheboygan, Sr NS Seer oe 
at- Wis., takes plenty of space to tell his Aline’ 
- A ° ° ° S ne. 
Lu- LUMBER co. story, whether its paint, insulation or CC Coll g Som Juc 
ing 1221 ERIE AVE. DIAL 3657 general building needs. Here he fea- 














tures time and money savings. 


KAN & SUILDING Propucts MERCHANDISER 


ROBERT E. LETHER, store manager, 
points to the adjustable supports which 
allow shelves to be raised or lowered at 
a moment’s notice to accommodate prod- 
ucts of different sizes and shapes. 


™ LP) DPGe 
GRAD Pree 
SALT LAKE’S NEWEST AND FINEST 
LUMBER and HARDWARE STORE 


WED. SEPT. Ist 
980 SOUTH 2™ WEST 


LUMBER - HARDWARE - APPLIANCES - GUNS 
AMMUNITION - SPORTING GOODS 
Featuring many famous NATIONAL BRANDS, including G. E.. Norge, 
Servel. Magic Chef. Curtis Mill Products, Weyerhaeuser, Celetex, Zonolite, 
Masonite. Bennett's Paints, Stanley VALET American and Schlage Hard- 
ware 
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WIDE RANGE of products was empha- 

sized through large display ads appear- 

ing in all Salt Lake City newspapers just 
before the opening. 
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OLEXIBILITY IS the keynote of 
the Lake Lumber & Hardware 
Co., Salt Lake City’s newest build- 
ing materials store, managed by 
Robert E. Lether. 

Situated in a residential neigh- 
borhood that is fast developing into 
an important industrial section of 
the city, the Lake company is pre- 
pared to handle walk-in business 
and the contractor’s trade with 
equal facility. 

Island and shelf equipment were 
both planned with the idea of flex- 
ibility. The 12 islands are 30 inches 
wide and five feet long. They were 
designed so they can be used sep- 
arately or run together as counters. 
As an experiment, the islands are 
currently being used mainly as sep- 
arate units, but the entire floor dis- 
play area can be modified very 
easily by moving the islands to- 
gether by twos and threes. 

Shelves are equally flexible by the 
use of adjustable supports for each 
shelf; these shelves may be indi- 
vidually lowered or raised in a mo- 
ment. For example, the display of 
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Selling by Radio 


Daily radio "spots" are bringing in 
new customers, Mr. Lether reports. 
Lake Lumber is signed up for a news- 
cast tie-in at 11:45 a.m. five days per 
week at KNAK. 

Emphasis now is on the name, loca 
tion and telephone number, and high: | 
lights of items handled. The program 
is flexible enough that announcements 
may be made of the latest items re- 
ceived. Hard-to-get cement moved 
right out following a bulletin an- 
nouncement. 





guns naturally occupies full shelf 
height, but when these are removed: 
shelves may be quickly installed 
and an entirely new display set uP 
in a matter of minutes. 


FULL LINE OF APPLIANCES 
THE floor display area of 2,600 
feet is effectively utilized for 4 
diversified display of items ranging 
from building materials to cutlery 
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‘ASY off-the-street parking directly in front of Lake Lumber Company’s new store 
encourages motorists to stop. Exterior materials employed in the construction of the 
store (see opposite page), are imitation log cabin siding and local sandstone. Wide- 
open store front has helped stimulate consumer curiosity. 


That's the display theme at Salt Lake City’s 
newest building materials store, where islands and shelves 
can be altered at a moment's notice 


and a complete line of appliances; 
the latter line ranges from table 
appliances—pressure cookers, elec- 
tric toasters, waffle irons and cof- 
fee makers — to such major appli- 
ances as water heaters, clothes dri- 
ironers, home freezers, elec- 
stoves, refrigerators and wash- 
ing machines. 


ers, 


‘liances, Mr. Lether believes, 
definitely have a place in the in- 
ventory of the building materials 
dealer, since contractors usually 
need appliances to round out the 
package sale. 


P) 


-lumbing and heating equipment 
and accessories are also on display. 
A miscellaneous line of sporting 
goods and dozens of over-the-coun- 
ter items that help build traffic 
are there to stimulate neighborhood 
trade. 

Paint and paint brushes, build- 
ers’ and cabinet hardware, hand 


and power tools are all attractively 
exhibited. 


An elevator to be used between 
ne display floor and the basement 
will soon be installed to save labor 
ind speed handling. The basement 
tself will be used to store and ex- 
nibit bolts, nuts, pipe fittings, etc. 

Roller conveyors are being used 
extensively in the yard and a lift 
truck, tried experimentally the first 
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week the store opened, will be used 
as soon as the building materials 
warehouse is built. Unloading will 
be done directly from a Union Pa- 
cific spur into the warehouse and 
then to delivery trucks by means 
of the lift. 

One cab-over-engine truck was 





PAINT and builders’ hardware corner, 
left, discloses one of flexible islands de- 
signed to be used separately or together 
as counters. Note full line of appliances. 


especially adapted for the yard. A 
hydraulic lift was installed to speed 
loading and unloading. Three men 
spent 30 minutes to load 130 bags 
of cement; by use of the hydraulic 
lift this load was removed in six 
minutes. Lumber units are tied 
together for rapid delivery. 


HUNDREDS of over-the-counter items are carried as traffic builders. Note the special 
display of model homes. Complete plan service is provided. 
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News of National Interest from Organized Dealer Groups 
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NOTABLES at the Oklahoma Lumbermen’s Convention. Left to right they are: Barney 
Stewart, Jr., retiring president; Walter Kelly, Tulsa, president for 1949; and R. T. 
Currell, Lawton, newly elected vice-president. 


Oklahoma City meeting leads 
off 1948-49 convention schedule 


LEADING off the 1949 season of 
regional Association conventions 
was the meeting of the Oklahoma 
Lumbermen’s Association in Okla- 
homa City, Oct. 5-6. Over 1700 
dealers and guests were registered 
for the two day program. 

Highlighted by a particularly at- 
tractive and well staged exhibit of 
lumber and building products, and 
featuring a business program de- 
signed to give the attending deal- 
ers timely and pertinent informa- 
tion, this second annual convention 
marked a significant achievement 
of the Association, founded just 20 
months ago. 

The accent was on merchandis- 
ing. The wide variety of products 
for the modern building products 
merchant, displayed in the zebra 
room of the Oklahoma City Civic 
Center, indicates the clearly de- 
fined trend toward the period of 
competitive selling that lies ahead. 


SABERSON SPEAKS 
Amplifying this trend, Ray Sab- 
erson, Weyerhaeuser Sales Co., 
pointed out the healthy, progres- 
sive aspects of a return to a com- 
petitive market in an address at 
the Tuesday business session; and 
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outlined the advantages it would 
bring by broadening the stature 
of the dealers as the supplier of 
all building and related products 
in every trading area. 

A report on the activities of Co- 


operatives was given by Grey 
Dresie, Kansas Independent Busi- 
nessmen’s Association, Wichita, 


and an interesting survey of the 
building industry and its current 
problems was presented by B. H. 
Wambolt, associate editor of Amer- 
ican Builder. 

A concatenation of Hoo-Hoo kit- 
tens, followed by a stag dinner was 
held on Tuesday evening, followed 
on Wednesday by a banquet attend- 
ed by over 500 dealers, their wives 
and guests. 

An enthusiastic: tribute was paid 
to the retiring officers and board 
of directors of the Association for 
their untiring effort in its behalf 
during its formative period, and 
to W. M. (Bill) Morgan, secretary- 
manager for the important part 
he has played toward the same end. 

Succeeding Barney Stewart, Jr., 
the able and popular president of 
the Association since its inception, 
is Walter Kelly, Hope Lumber and 
Supply Co., Tulsa; vice president, 
R. T. Currell, Currell Lumber Co., 
Lawton; treasurer, Alfred L. Leon- 


hardt, Leonhardt Lumber Co.,, 
Oklahoma City. 

It was voted to hold next year’s 
convention in Oklahoma City, Oct. 
4-5, 1949. 


Learn By Mail 


Study program for those who 
cannot attend 30-day courses 
in person available to dealers 


NRLDA has prepared an educa- 
tional package that packs value in 
every page. Basically it is follow- 
through on the thirty-day short 
courses that have become so popu- 
lar with dealers across the coun- 
try. Here is what the Mountain 
States Association bulletin says 
about the idea. 
“Realizing that the number who 
are fortunate enough to be able to 
attend the 30 day short courses is 
small compared to all who need and 
want this training, our National 
Association, through its Educa- 
tional Department, is now prepared 
to make shipments of this new re- 
vised TEXTBOOK PACKAGE di- 
rect to dealers and others. This 
material can be used by individ- 
uals as a home study course. It is 
also the answer to the prayer of 
dealers who feel the need of train- 
ing of this kind for use by their 
personnel in classes under leader- 
ship. Following is a list of sub- 
jects covered: 
1. List of Associations (single sheet) 
2. Lecture Outlines 
3. National Handbook on Plan Reading 
and Material Listing | 

4. Specimen Blueprint, design NH-2 
5. Specimen Material List, design NH? 
6. Material List (blank guide) 

7 

8 

9 


. Fundamentals of Blueprint Reading 9 


. N.P.S. board foot calculator 
. A Short Course on Business Letters 
10. Business Records and Bookkeeping 
11. A Short Course on F.H.A. Financing 
12. A Short Course on Credits and 
Collections 
13. A Short Course on Pricing 
14. Advertising Pointers and Suggestions 
15. Wood Handbook 
16. Light Frame House Construction 
17. Painting Farm Buildings and 
Equipment 
18. Creative Selling to the Building 
Products Consumer 
19. Lumber Grade Use Guide 
20. House Framing Details 
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Wood Sheathing 
Wood Walls 


Facts about the Lumber You Sell 
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(a) Builders Finishing Hardware 

(b) Drawings and Construction 
Details 

(ec) Builders Hardware 


25. Here’s a Better Way to Build 


“The single copy price is $28.95. 
Ask for special price on quantities 
of 10 or more. Send check with 
order to NATIONAL BUILDING 
MATERIAL DEALERS SERVICE 
CORPORATION, Suite 302, Ring 
Bldg., 18th & M Sts., N.W., Wash- 
ington 6, D. C.” 


1948--A Year of Decision 


An exclusive report by H. R. Northrup, NRLDA executive vice- 
president, on eve of National meeting at Miami. 


THE - National Retail Lumber 
Dealers Association Board of Di- 
rectors Annual Meeting in Miami, 
Florida, commencing November 8, 
takes on a new significance in the 
light of impending events. 

When a nation appears to be 
traveling two widely divergent 
paths at the same time, as ours 
does, it is hard to say whether we 
are operating a peace time economy 
or engaging in a situation of war. 
If at war, we should be rapidly 
moving in the direction of increas- 
ing regimentation of industry and 
individual liberty. If at peace, we 
should be moving in the direction 
of decentralization, relaxation of 
controls, and less government 
spending . 

At the present time, it is not 
clear which we are going: But if 
events indicate war, the processes 
of regimentation and the survival 
of this industry under war orders 
and restrictions will be of first con- 
sideration and prime importance 
during the Miami meeting; how- 
ever, if the more likely course is 
followed—that war be delayed— 
then the problems of building mate- 
rial inventories, maintenance of ex- 
port controls, and the European 
Recovery Program will be inextri- 
cably tied together. 

Further, the problem of continu- 
ing the present rate of 1 million 
homes per year in the face of either 
continued price inflation or reces- 
sion will be linked with the ques- 
tion of public housing and slum 
clearance, for should home con- 
struction rates drop, no matter 
what the contributing reason, pub- 
lic housing and slum clearance will 
grasp that opportunity to become 
actualities. 

The future course of action of 
our Nation will be affected by the 
recommendations of the National 
Security Research Board, which 
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will probably incorporate stand-by 
controls and regimentation laws 
for industry, in the event of war. 
More closely affecting this indus- 
try, however, will be the results of 
the study into the possibilities of 
reorganizing the Federal Govern- 
ment being made by the Hoover 
Commission. Changes will undoubt- 
edly be made in the housing and 
finance divisions which will have a 
direct affect upon this industry. 
During the course of all these 
changes in the economic climate, a 
vigilant National, operating upon 
a well defined policy, will ade- 
quately represent you and your in- 
terests. 

The larger general economic-in- 
ternational situation presents con- 
tinued maldistribution of building 
materials and the problems of co- 
operatives and taxation for con- 
sideration. 

Probably of first importance be- 
cause it will require an almost im- 
mediate solution is the ever-press- 
ing problem of labor relations and 
wage and hour adjustments. 

How will the new credit restric- 
tions and other proposed credit 
changes affect this industry’s hous- 
ing construction record and the 
maintenance and. repair field? 
What effect will the recent basing 
point rulings have on supply of 
building materials in local areas? 

All of these major problems inso- 
far as they affect this industry will 
be the subject of major discussions 
and considerations during the Mi- 
ami, Florida Meeting. 

Naturally, only the symptoms of 
the problems originating in inter- 
national difficulties can be treated 
by this organization’s Board of Di- 
rectors, but in the case of problems 
of a more domestic nature, a means 
for more direct corrective action 
can and will be formulated during 
the Board sessions. 


Obviously, such questions as pub- 
lic housing, slum clearance, labor 
relations, wages and hours, mal- 
distribution of building materials, 
taxation of cooperatives—have be- 
come problems only because this 
industry as a whole has neglected 
and continues to neglect its public 
relations. Direct action can be 
taken during the Miami Meeting 
to provide means for properly in- 
forming the public on the issues in- 
volved in these questions, for a cure 
of these problems will be found 
more readily by correcting public 
opinion than through any other 
means. 

To stimulate activity in this di- 
rection and to focus attention upon 
some of the methods already in use 


by lumber dealers, the NRLDA | 


Annual Awards in the field of pub- 
lic relations will be presented to 
dealers who have conducted out- 
standing publicity-public relations 


campaigns in their own communi- | 


ties during the year of 1948. 


As a part of the industry’s public | 


relations, the further development 
of the Industry Engineered Homes 
Program and the National Retail 
Lumber Dealers Association Edu- 
cational Program will be discussed 
both in committee and in Board 
Meetings. 

Above are a few of the better- 
known problems immediately face- 
ing retail lumber and _ building 
material dealers which will require 
major decisions and close watching 
during 1949. Material on other 
matters relating to industry’s pres- 
ent and future position is being 
prepared and will, of course, be 
brought under discussion. 


RESEARCH 


Committee of One Hundred 
To plan action at Miami 


Ray Schaub, president of the 
Northern Indiana Lumber and Coal 
Company, and dealer chairman of 
the Committee of One Hundred, re- 
ports that group will meet during 
the Miami convention to plot further 


action in the campaign “to reduce } 


cost of house construction.” 

County chairmen have already 
been appointed throughout Indiana 
and Illinois. These men are making 
detailed solicitations to dealers in 
those states. 

The Committee of One Hundred 
is a spontaneous movement started 
by and among dealers to provide 
funds for research along lines that 
will make possible cheaper and bet- 
ter houses. 


October 23, 1948, AMERICAN LUMBERMAN & 





~~ 


wee, re ee oe 


DIXIE LUMBER DIXIE LUMBER 


iBER DIXiE LUMBER 


8b & 
af a9 


LY 


piXié i 


S pub- 
labor 
, mal- 
erials, 
ve be- 
e this 
rlected 
publie 
an be 
eeting 
rly in- 
ues in- 
a cure 
found 


public F 


other 


his di- 
1 upon 
in use 
RLDA 
f pub- 


ted to | 


d out- 
lations 


muni- § 
| 


ye 


public 
ypment 
Homes 
Retail 
. Edu- 
cussed 
Board 


better- 
y fac- 
lilding 
‘equire 
tching 

other 
S pres- 

being 


‘se, be 


undred 
Miami 


of the 
1d Coal 
nan of 
‘ed, re- 
during 
Further 
reduce 


already 
ndiana 
naking 
lers in 


undred 
started 
or yvide 
es that 
nd bet- 


fAN & 


| 
| 





Kiln Dried 
Well Manufactured 


PONDEROSA PINE 
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WHITE FIR 


MONTANA FIR 
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Box Factory — No. 55 in a series on modern lumber manufacturing 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Libby, Montana 
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Educational Roundup 
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This article will be contir- 
ued in subsequent issues 
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This is the third in a series of articles appraising the status of 
degree courses in light construction at colleges and universities 
throughout the country. These reports were prepared exclusively for 
AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER. 


Louisiana State University 


By James B. Trant, Dean, College 
of Commerce 


THE LIGHT CONSTRUCTION cur- 
riculum in the College of Commerce 
at L.S.U. was introduced in the fall 
of 1946, after several years of dis- 
cussion. Its purpose was education 
for the commercial side of the light 
construction industry. The curricu- 
lum went through the mill of dis- 
cussion for three or four years. 
This discussion was begun between 
our professor of real estate; A. H. 
Hood, editor of the AMERICAN LUM- 
BERMAN, and H. F. Lotz of Johns- 
Manville Company. 


The various subjects put in that 
curriculum were gone over from 
both ends of the line, and finally, 
through a process of elimination, 
we boiled the requirements down 
to a four-year curriculum which, 
in our opinion here at L.S.U., 
forms an excellent basis for the 
light construction industry. The 
fine advice and cooperation we had 
enabled us to do a far superior 
job to what could have been done 
otherwise in arranging such a pro- 
gram. The curriculum having been 
introduced only two years ago, has 
not had a large enrollment. One of 
our seniors who is in the light con- 
struction business found himself 
too busy a year ago to finish his 
work, but expects to do so before 
many years. This past year, we 
had two seniors who made very 
good records with us. For the com- 
ing year, we have nine students, 
only one of whom is a senior. 


PAY SCALE QUERIES 


THE two young men who gradu- 
ated with us this past May found 
satisfactory employment in a short 
time after their graduation, and I 
understand they are both highly 
pleased with the work they are do- 
ing. The curriculum offers a broad 
base of general education and, at 
the same time, provides the basic 
work in a general business educa- 
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tion at the collegiate level. It then 
carries with it some _ specialized 
courses especially adapted to the 
light construction industry. With 
this sort of program, it is expected 
to turn out men whose education 
will be comparable with their col- 
leagues in general education, in 
collegiate business education, and 
in the light construction industry. 
Our students who have gone 
through the course have been en- 
thusiastic about it. A few prob- 
lems have arisen which it would 
appear desirable to bring to the at- 
tention of the light construction in- 
dustry. These are: 

1) Students are intensely inter- 
ested in job opportunities, in be- 
ginning salaries, and ultimate pos- 
sibilities. The number of students 
entering this curriculum has re- 
mained small because of the excel- 
lent opportunities offered in other 
fields. 

2) Students like to have some 
definite information on _ salaries 
within a field, and those salaries 
have to compete with the salary 


range in the accounting field in this §J 


area. Our better students in the 
field of accounting know that they 
can go to work at from $250 to 
$300 per month. We need to be in 
a position, therefore, 


salaries of $200, $250, $300 or more J 
in the light construction industry | 
under present conditions. 

One of our graduates last spring | 
did obtain a job with a beginning | 
salary of $325 per month, but the | 
problem on which we need informa: | 
tion here is whether 10 graduates 
could have received anything like 
that as a beginning salary. We 
have received a few requests for 
men in the light construction in- & 
dustry in which it was stated that § 


good opportunities existed, but the 


students want good opportunities 
defined in terms of amounts. 

3) If the light construction in- 
dustry could make a survey of the 
jobs available together with the 
beginning salaries and some indi- 
cation of the ultimate opportunities 





* 
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PROF. E. A. SALIERS lecturing to a class of students in accounting at Louisiana State 
University 
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JAMES B. TRANT, Louisiana State 


University. 


and publish this survey, so that we 
could make it available to our stu- 
dents, it would greatly encourage 
study in this field. Also, requests 
for men who could serve as sales- 
men, office managers, or account- 
ants should carry with it the be- 
ginning salary for well trained 
men. Needless to say, our course 
does not prepare men for the en- 
gineering side of construction. 

4) The light construction indus- 
try could stimulate a much greater 
amount of study in this field by 
providing scholarships and research 
fellowships for juniors, seniors, 
and graduate students. 

5) The national and trade jour- 
nals dealing with light construction 
could make a very fine contribution 
to this field by carrying announce- 
ments of opportunities at various 
institutions for the study of 
the light construction industry as 
a basis for those who are interested 
in the selling field as well as for 
those who are interested in office 
and managerial positions in the 
field. 

6) Providing selected speakers, 
advertising material, proper text 
problems, and probably films would 
be a helpful source of advertising 
and popularizing such a program of 
study. 


University of Florida 
By William T. Arnett, Director 
School of Architecture 
and Allied Arts 


YOUR QUESTION as to how we 
would counsel a matriculating stu- 
dent who sought to prepare himself 
professionally to produce and mar- 
ket small homes to American fami- 
lies requires a long answer. It 
would be somewhat difficult for one 
individual to become an expert in 
all the various fields involved. 

However, if a man wished to be- 
come qualified in these various 
fields it would probably require 
some 16 to 18 years of college train- 
ing. At the end of that time he 
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would have studied banking and 
finance, real estate, community 
planning, architecture, building 
construction, and marketing. 

I would hesitate to advise an or- 
dinary student to embark on such 
a varied career because I believe 
that the job probably could be ac- 
complished in a more satisfactory 
manner by bringing together ex- 
perts in these fields under the co- 
ordinating guidance of a_ well 
trained man who possesses ambi- 
tion, planning ability, and a desire 
to get things accomplished. 


University of Idaho 
By W. R. Friberg, Associate Pro- 
fessor Department of Agricultural 
Engineering 


THERE HAS BEEN a four-year 
course in agricultural engineering 
at the University of Idaho for many 
years. Farm structures is one of 
the four subdivisions in agricul- 
tural engineering. We have never 
nad any real difficulty in placing 
graduates and, at the present time, 
the demand exceeds the supply. 

If this condition ceases in the 
next few years and it becomes more 
difficult for graduates to find jobs, 
I believe that some sort of a prac- 
tical training course in construc- 
tion would be desirable. Westing- 
house and General Electric have 
done this with good results for 
many years. 

The cooperation received from 
the building industry has been good 
so far as willingness to do so is 
concerned, although I believe their 
efforts could be directed more ef- 
fectively. The texts and references 
available on structures, particularly 
farm buildings, are concerned pri- 
marily with the fundamentals of 
construction and do not contain any 
of the new methods and materials 
which are continually coming up in 
the industry. It is important that 
the students keep abreast of these 
improvements and this can best be 
done by the use of supplemental 
material and samples from the 
manufacturers. I have used these 
considerably and to good effect 
from certain companies. 

FACTUAL INFORMATION NEEDED 

THE majority of manufacturers 
or suppliers have sent material 
which is primarily advertising in 
nature, although the request is 
specifically for factual informa- 
tion. Such material has no value in 
our program and is promptly con- 
signed to the waste paper basket. 
If there is anything you can do to 
influence these people to send us 
material which is precise, reliable 
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and factual, without any glamour 
or cheese-cake, it will be appr ci- 
ated. I have no objections what- 
ever to use material which  con- 
tains the manufacturer’s name ind 
a small amount of advertising | 
believe that the manufacturer 
should be given credit for his ef- 
forts and expense in distributing 
this material and I believe ii is 
part of the students’ education to 
become familiar with the names of 
companies he is likely to deal with 
in the practice of his profession. | 
encourage students to use material 
such as that supplied by the Na- 
tional Lumber Manufacturers’ As- 
sociation, The Timber Engineer- 
ing Company, and the Portland Ce- 
ment Association. I expect them to 
give the sources of their data when 
it is used in design. When such 
data is taken from some of the ad- 
vertising material and is based on 
vague references instead of proved 
fact, the student’s design is con- 
sidered in error. It does not take 
long for a student to find out what 
manufacturers are willing to sup- 
ply reliable data which can be used 
in design. 


Agricultural and Mechanical 
College of Texas 

By E. L. Williams, Director 

Industrial Extension Service 


THE FOUR-YEAR course for the 
light construction and building in- 
dustry which we have submitted to 
Dr. Howard W. Barlow, our dean 
of engineering, for approval has 
not as yet cleared through our en- 
gineering faculty. As soon as I am 
given permission by Dean Barlow, 
I will write you and other groups 
interested in this program and give 
the complete details. 

There are construction option 
courses in both our departments of 
Civil Engineering and Architec- 
ture. It is my understanding that 


these courses are popular and there & 


is a great demand on the part o! 
the students for the course and 
on the part of industry for the 
graduates. — 

The course in our Civil Engi- 
neering and Architecture naturally 
include heavy or large construction 
and go more into design than into 
the study of materials, light con- 
struction, and supervision. Natul- 
ally, we have to be careful that we 
do not duplicate fields of work, but 
I am hoping that the college will 
permit us to offer the course I | ave 
submitted so that we will be able 
to render more specific servic: t? 
the light building industry and 
building and supply people. 
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A DEALER ASKS 
3 Qin ilt 


1. Who takes care of me? 
2. How may | get action? 


3. How do you know Truss-Wing 
Corner Bead is a favorite? 


ANSWERS THE DEALER 


ion 1—Who takes care of me? 


2 |—All correspondence and telephone calls 
g to sales, deliveries, and products are han- 
dled by executives of the company. 


Juestion 2—How may I get action? 


Nswer 2—Since inquiries come direct to Bostwick 
(not through a chain of offices and departments), since 
answers come from men of authority, and since mail 
(never piles up) is answered within 12 hours you get 
direct, prompt action. 


Question 3—How do you know Truss-Wing 
Corner Bead is a favorite? 


Answer 3—Before the war when all types of corner 
bead were available, many were priced lower than Truss- 
Wing. Then and now thousands of dealers handled 
Truss-Wing exclusively. Send for a sample; better yet 
an order, and you'll see why—it's the features that sell. 


All types of metal lath, standard and expanded 
corner bead, cold rolled channel iron, hanger wire, 
tie wire, cornerite, wall ties, wall plugs, metal 





arches, mortar boxes. 








THE BOSTWICK STEEL LATH COMPANY 


100 HEATON AVE. 
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- »- NILES, OHIO 
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CAN YOUR CUSTOMERS FIND YOU? 


USE MAPS 


They make it easy for your 
customers to find your store 


DO your customers know how to 
find your place of business? 

If your store or yard is hard to 
find, why not make it easier for 





EASY ter 
TO 








ONE CNOTHSY 
a 
‘ 








e 
W CERMAK oO RD E 
Oe y 
y TARO 
S 








THUMBNAIL map will lead Chicago 
buyers through congested area to Harvey 
Lumber & Building Materials Co., Inc. 
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THIS map will lead customers to Dixie 
Lumber Co., New Orleans. 
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your customers by providing a 
thumbnail map? 

Use it on your envelopes, letter- 
heads, billboard, streetcar pla- 
cards, in your newspaper adver- 
tising and direct mail. 

Make it easy for your customers 
to find you! Accompanying illus- 
trations show how three companies 
are using maps with their adver- 
tising to lead consumer traffic to 
their doors. 





























TROOST ST, 














DASCOMB-DANIELS customers in Kan- 
sas City have used this map on their 
direct mail pieces. 


BOLT BIN 


Makes cleaner, smarter display 
possible, says Salt Lake dealer 


BINS for bolts, screws and nuts 
at the Nu-Way Lumber Co. store, 
Salt Lake City, have done away 
with the necessity for fibre boxes 
which easily damage and create an 
unsightly appearance on the shelf. 

The two bins, 12 tiers high, make 
it easy for the customer to select 
what he wants. And it’s a time- 
saver for the salesman as well. A 
smaller bin will soon be erected on 
one of the counters. 
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BAG TRUCK - 


Labor-saver is developed by & 
Hopkins Lumber Co., in Mo, 7 


DEVELOPED by the Hopkins | 
Lumber Co., Memphis, Mo., this 
bag truck can be used effectively, @ 
the company says, to pick up five |@ 
to seven bags of cement 4n_ less 
time and with less effort than it 
normally takes to handle one bag. 

A 2x6 is placed on the floor in 
the center of any sacked material. 
The 2x6s will support the piles 
so the prongs of the bag truck will | 


Slip out from under and will also 


allow the prongs to slip under the 
piles when the cement is sold or 
loaded out. 

The company claims that with 
the use of this truck, it is unnec- 
essary to lift any sacked materials 
except in the box car, saving time 
money and backaches. Specifica- @ 
tions include 60-inch hardwood 
handles, roller bearing wheels and 
hard rubber tires. 


















































Sue, 200 the new 


Popularity votes are being cast nationally for the new 
Sargent DuaLock, a superbly finished, key-in-the-knob lock. Sargent mass production 

and economies make possible a quality lock you can sell in the low price field. 
| 

| 

| 






DUASOCK | 


PRECISION BUILT 


It is applicable to either metal or wooden doors. Just two holes bored with 
a standard bit are all that are needed for complete and foolproof installation. 
No support required with metal doors. (The DuaLock is fully reversible—one lock for left or 

right hand regular or reverse bevel without adjustment.) It’s just the lock | 
you've long been looking for. See this new DuaLock and other | 

new Sargent products at Booths 50-51, National | 
| 

| 

| 




























Hardware Show, Grand Central Palace, SARGENT & COMPANY 


New York, October 12-16. 
New Haven, Conn. 
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Continuous Duty Motor 


the NEW Portable 


Overload Protection 
* Weighs only 158 tbs. 
* Lifetime Lubrication 
* Available in 1 & 11/2 H.P. 





The New Portable WILSON meets all of the require- 
ments of every builder for it is a rugged, versatile, 
fast, accurate light weight machine. The new 
WILSON is priced so low that no carpenter, con- 
tractor or builder can possibly afford to be without 
at least one WILSON machine. 






The most complete range of sizes and horse- 
power ratings on the market today—1 to 7'/2 H.P. 
Write for the name of your closest dealer. 
Some choice.dealerships still available. 




















Remember! 
Your Best Buy 
is the New WILSON 


Monufactured by 


FRANKLIN MACHINE COMPANY 
PROVIDENCE, R. I. 
‘Manufacturers of Machinery for 150 Years” 





Tenoning 
Jointing 
Grooving 
Routing 

Bevel Cutting 
Angle Cutting 


] " ‘ ies - i : : ; Radius Cutting 
B Cross Cutting Ripping Rabbeting Dadoing Shaping Compound Mitering Ploughing  Fluting 
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BIGGEST IN HISTORY 


CURRENT RELEASES of busi- 
ness reporting services indicate that 
1948 will be the largest home build- 
ing year in our history. This will be 
bad news for energetic, bureaucratic 
planners who continue to insist that 
private enterprise simply isn’t capa- 
ble of constructing houses fast 
enough to end the housing shortage. 
All of which is unadulterated bunk. 
During the past few months we have 
visited several areas where the hous- 
ing shortage is so nearly over that 
real estate men, contractors and lum- 
bermen are holding their breath... 
hoping that houses now under con- 
struction will sell at prices that will 
enable them to get out from under. 


* * * 


Much time, money and organ- 
ized effort are being spent to 
find additional ways and means 
to reduce the cost and speed up 
the construction of homes for 
Mr. and Mrs. Average Family. 
It’s all an essential part of 
good merchandising technique. 


* * * 


EASY ... INEXPENSIVE... 
POWERFUL 


Wonder why more lumber dealers 
don’t drop a letter of appreciation (at 
least once a year) to their best cus- 
tomers? It would pay big dividends. 
Recently we came across the follow- 
ing. 

“Nobody writes enough good let- 
ters. However big his mail everybody 
has time to read personal letters. 
The mail is the first thing to which 
a business man turns when he arrives 
at the office and usually the last thing 
he signs before he leaves. Put your 
kind thoughts on paper. The writ- 
ten word is a hundred times more 
lasting than the spoken word.” 

There’s plenty of power in a plain 
old-fashioned, friendly letter! 


“FLEXIBILITY” IS THE WORD 
FOR IT 


Interesting facts and figures re- 
leased by the “Constuction Industry 
Information Committee”: 

“In the last six years the building 
industry has given an impressive 
demonstration of its flexibility, adapt- 
ability and versatility. ... It has had 
to adjust itself to unprecedented 
changes in both the volume of its 
work and the nature of the demand 
since the outbreak of the war... . 
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MERCHANDISING CGreéc 


By R.E..Si| 


It had to shrink its work by two- 
thirds between 1942 and 1945 and 
then within two years was called on 
to expand its production more than 
100 percent (based on 1939 prices).” 


* * * 


HERE IS SOMETHING EVEN 
MORE SPECTACULAR: “Pri- 
vate residential building de- 
clined 58 percent between 1942 
and 1945 and then expanded 
472 percent, or by almost five 
times, by 1947.” 


* * * 


AGILITY, TOO 


The ability to move quickly and 
to meet new conditions promptly is 
the only solution of shortages. The 
housing contractor who isn’t able to 
build homes when they are needed 
certainly won’t make a success of his 
business doing so when they are not 
in demand. People buy when prices 
are advancing far more readily than 
when they are declining. 


* * * 


We just read that there are 
more than 1,100 organizations 
now engaged in research and 
experimental work on _ forest 
products alone. 


* * * 


BUYING POWER 


Strange as it may seem, a tenth 
of the farm land in the United States 
is owned by women according to 
“Rural Marketing.” We once knew 
a lumber dealer who used to com- 
pare the farm house and the barn 
in order to determine who was boss. 
If the house was the best of the two 
he would always address his sales 
talk to the woman. If the barn was 
the predominating structure, the 
farmer received his attention. Dur- 
ing the past few years it has been 
a bit different. Often it took the 
combined efforts of the farmer and 
his wife to talk the dealer into let- 
ting them have enough materials 
(scarce items) to complete the job. 


* * * 


1% DOES IT !! 


Have you wondered concerning the 
widespread popularity of glass in 
industrial and residential construc- 
tion (to say nothing of many other 
uses)? No doubt it can be accounted 
for by the fact that the industry 
spends more than one cent out of 
every dollar of gross sales on research 
and development work. 


F A RM MECHANIZATION 
MARCHES ON! The new five 
horsepower Bolen’s tractor is 
said to “do all the big jobs on 
a small farm and all the 
smaller jobs on a big farm.” 
Good slogan! 


* * * 


1948 RESULTS 


Estimate of end-of-year figures 
made by a large line yard operator: 
Dollar volume and inventory up 25 
percent from last year. Accounts 
receivable up 35 percent. Net profits 


down somewhat, due to high operat- 7 


ing costs, but big enough to make 
the year highly satisfactory. 


* * 8 


Each month finds fewer items 
on the list of “Hard-To-Gets.” 


WHERE FARMERS BUY 


U. S. Department of Commerce 
figures show that where farmers buy 
varies greatly by commodities. A 
survey conducted in an Ohio County 
(we quote again from “Rural Mar- 
keting”) showed 18 different places 
in which farmers purchased their 
groceries and nine were they bought 
quality work clothes. Seven cities 
and towns got all of the business 
in women’s best dresses and coats. 
Building material figures were not 
given. The dominating factor in all 
cases, in determining where to buy, 
was selectivity of goods. 


* * * 


31 percent of all retail sales 
are made in towns of less than 
10,000 population. 


* * * 


WHY APOLOGIZE? 


Despite the fact that our home 
construction process may not have 
yet reached the pinnacle of perfet- 
tion, it still remains that 950,000 (the 
estimated number of residential units 
for ’48) is a lot of houses... 
anything else for that matter. 1) 
build nearly 1,000,000 homes unde? 
today’s conditions is an 
achievement that calls for no ap0- 
ogies. Nevertheless, there are mally 
who believe that we are getting 1 
where fast in our national home 
building program, when just the oD 
posite is the case. 
impresses us is that it is already 
just, about as easy to buy 4 new 
house as it is to purchase a new 
automobile yet no one is accusing 
the latter industry of gross inefficiel 
cies. 


.g 
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MABKET ANALYSIS 


Current Statistics on 
Output and Distribution 


Lumber shipments of 391 mills reporting to the 
National Lumber Trade Barometer were 5.0 percent 
below production for the week ending October 2, 1948. 
In the same week new orders of these mills were 12.1 
percent below production. Unfilled order files of the 
reporting mills amount to 42 percent of stocks. For 
reporting softwood mills unfilled orders are equivalent 
to 24 days’ production at the current rate, and gross 
stocks are equivalent to 56 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 0.2 percent above production; orders 
were 0.9 percent below production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 40.6 per- 
cent above; shipments were 32.1 percent above; or- 
ders were 21.6 percent above. Compared to the cor- 
responding week in 1947, production of reporting 
mills was 4.9 percent above; shipments were 3.6 per- 
cent below; and new orders were 10.7. percent below. 


Northern Pine 

Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers’ Associa- 
tion amounted to 1,760,000 feet for the week ending 
October 2, 1948. The same week a year ago the cut 
totaled 1,905,000 feet. Shipments during the week 
of October 2 amounted to 1,060,000 feet compared to 
1,080,000 feet a year ago. Unfilled orders stood at 
1,415,000 feet and gross stocks at 37,830,000 feet. 


Southern Pine 

Production of Southern Pine by the 105 mills re- 
porting to the Southern Pine Association for the 
week ending October 9, 1948 amounted to 17,203,000 
feet. This was 1.29 percent above the three year 
average. Shipments for the week of Oct. 9 totaled 
16,731,000 feet, or 3.98 percent below production for 
the week. Orders placed for the week amounted to 
15,558,000 feet. This was 9.56 below the three year 
average, 


Western Pine 


The 92 mills reporting to the Western Pine As- 
sociation cut 71,549,000 feet for the week ending 
October 2, 1948. The same week a year ago they cut 
4,747,000 feet. Shipments were 61,075,000 feet com- 
pared with 60,513,000 feet for the same period last 
rear. Unfilled orders at the end of the week stood 
it 172,523,000 feet compared to 176,584,000 feet last 
year. Gross stocks totaled 690,500,000 feet. 


in the Market Centers 


_TACOMA—Lumber stocks are accumulating rap- 
dly on docks and at mills at waterborne lumber 
‘rgO movement from here remains at a virtual 
‘andstill in view of the maritime tie-up. One of the 
ew exceptions was a barge load consisting of more 
nan 1,850,000 feet of finished and rough lumber 
hich left here under tow of the tug Agnes Foss, 
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IT’S WHITE FIR DIMENSION: 


White Fir dimension is ideal 


for framing. Its straight 
grain assures a true wall for 
plaster base and a level sur- 
face for floors. 


For residential, farm or gen- 
eral construction, White 
Fir dimension is an excel- 
lent Construction 
time and costs are reduced 
because it is light in weight, 


wood. 


easy to handle on the job, 
easy to cut, saw and nail. 


Write today for your copy 
of ‘White Fir of the West- 
ern Pine Region” which 
gives a detailed description 
of the properties, grades and 
uses for this fine wood. 
Western Pine Association, 
Dept. 150 D, Yeon Build- 
ing, Portland 4, Oregon. 


*THESE ARE THE WESTERN PINES 
*Idaho White Pine *Ponderosa Pine 
*Sugar Pine 
THESE ARE ASSOCIATED WOODS 
Larch * Douglas Fir « White Fir 
Spruce « Cedar + Lodgepole Pine 
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Well manufactured — thoroughly seasoned — care- 
fully graded — by all Association member mills 











Contact the Lumber Drying Specialty Co. for any type 
of Custom Kiln Drying. Our operators are skilled tech- 
nicians. They use only the latest and most scientific 
methods. In our modern kilns difficult drying jobs are 


everyday jobs... shoe last blocks, bowling pins, gun 
stocks, as well as green lumber of all species and 
thicknesses. 


LUMBER DRYING SPECIALTY CO. 
GRAND RAPIDS 7, MICHIGAN 
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THE LIVING BEAUTY OF NATURAL WOOD 


Inlay Pictures — Wood Mosaic Masterpieces — Twenty- 
four to choose from — Handmade of rare, precious woods 
from all over the world — Applied on 54” plywood plaques 
— Many matching sets — Sizes from 10” x 14” to 16” x 
25” — Very reasonably priced — Supply limited. 


Write Today for ILLUSTRATED BROCHURE & PRICE LIST. 


PLYWOOD & VENEER COMPANY 


1732 Elston Avenue, Chicago 22, Illinois 
Phone ARmitage 6-7100—Teletype C. G. 305 
Branch Warehouse: Grand Rapids 4, Mich. 
Sales Offices: Detroit, Mich.—Milwaukee, 
Wis.—Indianapolis, Marion, West Lafayette, 
Ind.—Richmond, Va. 


















NEW BAYLAUN 
PHILIPPINE MAHOGANY PLYWOOD 


Here is one of the finest products we 
can offer—beautiful economical BAY- 
LAUN panels . . . from hand-picked 
Philippine Mahogany logs . . . easy to 
work ... takes any kind of finish. . . 
no bleeding .. . no grain rise . . . yet 
priced comparable to common woods. 
Available in stock sizes including 4’ x 8’ 
panels. A superior general-purpose ply- 
wood—',4” to 34” thickness. 


BUILDING PRODUCTS HEADQUARTERS 


PLYWOODS.... all kinds and sizes 

KITCHEN CABINETS . . . Westbilt made 
for tailored kitchens 

DOUGLAS FIR DOORS... for new building 

BIRCH FLUSH DOORS...for modern 





styling 
GARAGE DOORS... . overhead doors, one 
or two-car 
KITCHEN CABINETS PANELING . . . Armstrong’s Monowall 


and Stanwall hardwood 
INSULATION . . . Armstrong Fiberglas 
MONSANTO CHEMICALS... Rez, 

Plasterez, Lauxtol A and others 


QUALITY 7D SERVICE 


FIDDES-MOORE 
& COMPANY 


205 W. WACKER DRIVE, CHICAGO 6, ILL. 
Telephone CEntral 6-5875 TWX-CG 797 
Prompt Shipment from Hammond, Ind. 





DOUGLAS FIR 
DOORS 





LUMBER MARKET 





destined for Hawaii. The shipment, believed to be 


the largest barge load of lumber ever sent from here 


to Hawaii, was loaded at the Defiance Lumber Con. 
pany dock. The shipment is intended for four con. 
signees and consisted of Douglas fir. It was moved 
under special permission. Meanwhile other shipments 
are leaving here by rail, but these are necessarily 
curtailed by the rail car shortage. 


There has been | 


some relief in the form of additional cars, but such | 


slack as has developed has been more than taken up ye 


by the additional demand that has been created as 
a result of the waterfront strike. Mills with limited 
storage space are beginning to worry over their mount- 
ing storage piles and there is a growing possibility 


of curtailed shifts, if not outright shutdowns, should ‘ 


the tie-up continue. Some encouragement was seen 
here this week by L. R. Capron, vice president of 





the Chicago, Burlington & Quincy railroad, who, while 2 


on a Tacoma visit predicted that increased car de- 
liveries during the remainder of the year would help 
the situation. 


KANSAS CITY—Demand for lumber continues fairly - 
strong throughout the Southwest, but the advance 7 





bookings received by mills are not quite as heavy 7 
as a month or two ago. The trade is somewhat dis- e 
turbed by the lag in buying in the farm areas, because F 


it was felt this territory would produce a considerable 
amount of business this fall. 


The farmers are ina) 


good financial condition and had contemplated making ¥ 


extensive repairs and modernizations this year. How- 


Es 
as 

¥ 

se 


ever, owing to a sharp contraction in the available © 
supply of cement in the farm areas, a large amount ‘ 
of building will be deferred, possibly until next spring 


or when cement and other hardware is more plentiful. 
The weather is beginning to turn bad in some of the 
producing regions of the south with the result that 
orders are keeping up with output. A few items are 
accumulating at the mills owing to the selective buy- 
ing habits of retailers. The demand appears to be 
for mixed cars and for fill-ins to round out stocks. 
Line yards are trying to reduce inventories before 
the winter sets in. The Federal Reserve bank reports 
that inventories of 160 line yards in the Tenth Dis- 
trict at the start of September were 22 percent larger 
than a year ago. This same group of yards reported 
sales for the first eight months of 1948 were 2 per- 
cent smaller than a year earlier. The price list was 
fairly stable and in some instances a slightly higher 
level obtained, owing only to the higher gradings 
instituted recently by mills. The most actively sought 
item was 1 x 8 boards, which commanded nearly $8! 


a M for kiln dried stock on the West side of the 9 


Mississippi. The air-dried grades on the East side 
were about $8 a M cheaper. For 1x6 kiln-dried the 
price ranged from $72 to $75 and air-dried grades 
were $65 to $70. For dimension, 2x4 _ kiln-dried 
stock sold at $77 for better grades and air-dried 
stock was about $5 cheaper. Finish and flooring con- 


tinued to rule around $170 to $175 a M. The Trans: 7 
Missouri-Kansas Shippers board reported that ship- | 


ments of lumber in its area in the fourth quarter of 
1948 will total about 16,924 carloads, or an increase 
of 7 per cent over the actual loadings of 15,817 cars 
a year earlier. The area includes all of Missout!, 
Kansas and parts of Oklahoma, Arkansas and Illinois. 


c 
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FITITE SHAKES 


SOLVE THE PROBLEM 
OF SIDEWALL MATERIAL 


Architects, Builders and Contractors through- 
out America are demanding stained Fitite 
Shakes to meet every requirement for quality 
sidewalls. Dealers are getting fast turnover at 
excellent profit. Here’s why: 


TWO LENGTHS 


\\\ fl For your convenience, Fitite 
|| 
| 
| 








Shakes are made in two lengths 
so that you make your own 
choice of weather exposure. 
16” Fitite Shakes are grooved 
for 12” exposure, and the 18” 
shakes for 14” exposure. An 
inexpensive 16” red _ cedar 
shingle may be used for the 
undercourse under either length 


Fitite Shake. 


PROCESSED TEXTURE 


THE GROOVING of Fitite Shakes is 
achieved by machine processing. Note how 
the processed texture adds charm to the 
appearance of the selected vertical grain 
heartwood cedar. All Fitite Shakes are made 
| of the finest red cedar shingles. No sap, 
rot, or other defects are allowed. When you 
sell Fitite Shakes, you are selling the finest 










































































sidewall material available today—a material 
that will last a lifetime, mellowing with 
age and blending with any landscape. 


PARALLEL EDGES FIT TIGHT 





























Each Fitite Shake is machined so that the edges are parallel 
to each other, and so that the butt is an exact right angle 
to the edges. This allows rapid and precise laying on the 
sidewalls and gives straight horizontal lines without the 
necessity of cutting or planing to make tight fitting joints. 


For orders or further information: 


WRITE — WIRE — PHONE 
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COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON + SEATTLE 99, WASHINGTON 
TELEPHONE GARFIELD $611 





YOU CAN GET IT e YOU CAN SELL IT 


KIGHT NOW/ 


IT’S PROFITABLE 
a 
N 61-200 
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N 61-048 
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CHROMIUM PLATED 
CABINET HARDWARE 
Beautiful NATIONAL LOCK Cabinet Hardware 


can easily become a major profit item with any 
hardware retailer. It has consumer demand that's 
quickly converted into profit. Four attractive sets. 
Four appealing display boards to help you sell. 
Order from your jobber for prompt delivery. 


I *\ ENVELOPE PACKAGED 


LOCKS FOR ALL PURPOSES 


Quality-built locks for chests, drawers, doors, cab- 
inets, for every purpose. Locks that have con- 
sistently proven fast sellers 
— locks that will show a 
worthwhile profit day after 
day. They're ready for you 
immediately. Ask your 
jobber about them today. 








ASK ABOUT NATIONAL LOCK 
Serews & Bolts...Sash Hardware 


NATIONAL LOCK COMPANY 
ROCKFORD e@ ILLINOIS 


MERCHANT SALES DIVISION 
DISTINCTIVE HARDWARE...ALL FROM ¥ SOURCE 
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Fully Encased 
Mineral Wool Batt 


Introduction of a newly devel- 
oped insulation product, a fully en- 
cased mineral wool batt for new 
construction, is announced by The 
Carney Company, Inc., manufac- 
turers of building materials since 
1883. The batts are being manu- 
factured in two feet, four feet and 
ceiling lengths to meet pre-deter- 
mined requirements of the building 
trade. Fully encased batts are said 
to be easier to handle, and are also 
less subject to damage because of 
a vapor barrier paper on one side 
and a breathing type paper on the 
other. A high percentage of nat- 
ural stone, processed in accordance 
with the newly developed Carney 
formula, is reported to assure 
longer fibers which are also fire- 
proof. The new batts are described 
as more resilient and of more uni- 
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form density because of this new 
process. For further details write 
The Carney Company, Inc., Dept. 
AL&BPM, Mankato, Minn. 


New Portable 5 in 1 Tool 


A new 5 in 1 portable electric 
tool, the D-6, for the woodworking 
and painting industry, has been 
announced by the Porter-Cable Ma- 
chine Company. The D-6 will sand, 








polish, cut, drill, and stir paint by 


simply changing the attachments | 


It will drill wood, plastics, ani 
compositions up to a 1/3” hole, ani 
metals up to 14” hole. The dril 
chuck can be used for numeroy 
standard attachments, such az: 
hole saw, wire brushes, etc. 4 
spindle mixer can be attached fo 
stirring paint and other thick} 
liquids. By attaching a disc sander © 
wood can be easily finished, ani) 
old paint can be quickly removed |~ 
from houses, hulls and decks of 7 
boats. By substituting a lamb: © 
wool buff, furniture and other sur. 
faces can be polished to high lustre. 
For further information write: 
Porter-Cable Machine Co., 1714 N. 
Salina St., Syracuse 8, N. Y. 


wa trang? Cree 


Leas 





Curtis Doors with New 
Prespine Panels 


Curtis doors with the new Pres. 7 
pine panels are now being featured i 
in window and office displays by 7 
Curtis Woodwork dealers. This at- 77 
tractive window was used recently ~ 
by the Eclipse Lumber Co., Clinton, © 
Iowa. Three of the new Prespine © 
panel doors were displayed — one & 
unfinished, one painted and one & 














Factory at Northwest Timber Company producing Mouldings, 
Frames, Cut Stock and Cut-to-length Trims 


Sales Agents for 





PACK RIVER SALES COMPANY 


Distributors of Kiln Dried 


Idaho White Pine — Ponderosa Pine 
Engelmann Spruce — Inland Red Cedar 


Fir and Larch 
kk * 


xk 


*Pack River Lumber Company, Sandpoint, Idaho 
*Northwest Timber Company, Gibbs, Idaho 

*Thompson Falls Lumber Company, Thompson Falls, Mont. 
%*& Member Western Pine Association 


Daily Production 190,000 Feet Kiln Dried Lumber 


——————, 






















Sales Office; 


Sandpoint, Idaho 
P.O. Box 510 
Telephone 71 














October 23, 1948, AMERICAN LUMBERMAN © 


— 
————$— re 








= = : ~ ee TTT TF F* 
i = 





»>2-e224 
ee ee Se S SESS TTSS TS 


ee 



















paint by fe 
chments, 


ics, and 
hole, ani & 
The drilj 
umMerous 
uch as: 
etc. A 
ched for i 
r thick & 
¢ sander & 
1ed, and 
removed 
lecks of 7 
1 lamb’s © 
her sur. © 
h lustre. 

write: 
1714 N. 
Y. 








w Pres. & 
featured © 
lays by | 
This at- 
recently | 
Clinton, 
Prespine 
dd — one 
und one 






















-Geo.J Silbernagel 


1 WHOLESALE DISTRIBUTOR 
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PUBLIC 
AUCTION 
SALE 


, NOVEMBER 16th & 17th 


ALL OF THE HIGH GRADE 


WOODWORKING 
MACHINERY 


SHOP TOOLS, FACTORY 
& OFFICE EQUIPMENT 


of The 


JOHNSON CHAIR CO. 


4401-4531 W. NORTH AVE., 
CHICAGO, ILL. 


(The Johnson Chair Co. is moving to a new location. 
See note below.) 


CONSISTING OF 


@ MATTISON NO. 278 ELECTRIC MOULDER 
@ ONSRUD W320 ROUND CORNER MACHINE 
@ ONSRUD WB85 AUTOMATIC SHAPER 

@ GREENLEE NO. 545 ELECTRIC TENONER 
@ BLACK BROS. ELECTRIC VENEER PRESS 
© MATTISON SELF FEED RIP SAWS 

@ DIEHL SELF FEED RIP SAWS 

@ WHITNEY DOUBLE SURFACE PLANER 

@ BUSS AND YATES CABINET PLANERS 
eH. B. SMITH DRUM SANDERS 

@ WHITNEY AND BUSS SHAPERS 


ROUTERS — JOINTERS — VARIETY SAWS — BAND SAWS 
DOVETAILERS — BORING MACHINES — LATHES 
BELT SANDERS — VENEER and GLUE ROOM EQUIPMENT. 


CHAIR MAKING MACHINERY 





NOTE: The Board of Directors of Johnson Chair Co. have taken 
© this action for the purpose of vacating this plant and to 
consolidate their manufacturing facilities in another plant that is completely 
equipped. All equipment in present plant is to be sold. 

This sale will in no way affect the policy of the Johnson Chair Co., nor 
its activities, and the business will continue as heretofore without any 
interruption. 





For Illustrated Descriptive Circular 
WRITE — WIRE — PHONE 


™t™ WINTERNITZ & CO. 


AUCTIONEERS ® LIQUIDATORS © APPRAISERS 
First National Bank Building 
CHICAGO 3, ILL. 






















| Catch More Profits | 
with these 


ENGINEERED PRODUCTS 
CABINET 
\ CATCHES | 
| 1— SNUG-TITE | 














Actual size 1” 
long at base, 
%" high 


STREAMLINED SPRING CATCH 


A functional catch that adds 
smartness to today’s modern, 
streamlined cabinet. Gives feather 
touch closing... positive latching 

. . requires 50 times closing 
pressure for opening ... one 
piece housing means rugged con- 
struction... has two way adjust- 

ment and is exceptionally easy 

\ to install . . . popularly priced / 


with a good profit. 


[ 2—E-z-ROLL | 














RUBBER ROLLER CATCH 










A quiet, general purpose catch 
equipped with a rubber roller for 
soft closing ... has no back lash 
... fine for flush or offset doors, 
jamb or shelf installation. Elon- 
gated screw holes provide quick, 
easy mounting and adjustment. 
Low priced—fast moving—high 
profit. 


Every Householder a Prospect for 
Several of these Better Engineered Catches 


ORDER FROM YOUR JOBBER 


an or write to: 


ENGINEERED THE ENGINEERED 


























PRODUCTS CO. 


FLINT 4, MICHIGAN 

















stained. Prespine is the new wood 
product advertised extensively by 
the manufacturers — Curtis Com- 
panies Incorporated. It is used ex- 
clusively in the production of 
Curtis Woodwork. For further in- 
formation write Curtis Companies 
Incorporated, Clinton, Iowa. 


Paralastic Caulking Compound 


Paralastic caulking compound 
for caulking and glazing, can be 
applied with a gun, putty knife or 
trowel to any surface—glass, brick, 
stone, metal, concrete or wood. Ac- 
cording to the manufacturer, para- 
lastic is unxcelled for use in con- 
junction with abestos siding and 
shingles. It comes in standard col- 
ors of gray, buff, natural red or 
black, white or brilliant white. One 
gallon will calk between 150-250 
lineal feet. For complete details 
write Paralastic Products Co., Inc., 
Dept. AL&PBM, 122 East 42nd St., 
New York City. 


Eagle Lock Company 
Announces 78-Page Catalog 


The Eagle Universal Door Closer 
designed for interior doors, gives 
four closers in one, according to the 
company’s presentation in catalog 
No. 60. “Where previously it would 
be necessary to have four separate 
door closers to meet the four re- 
quirements, the Eagle Door Closer 
today satisfies all four needs: right- 
hand, left-hand, hold-open, non 
hold-open.” In entering the hyd- 
raulic door closer field, the Eagle 
Lock Company planned this simpli- 
fied, lightweight unit to meet the 
need of combining all four opera- 
tions in one standardized package. 
Copies of the company’s brochure 
may be had by writing Eagle In- 
dustries, Inc., Dept. AL&BPM, 110 
N. Franklin St., Chicago 6, IIl. 
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6 Ft. Wood Folding Rules 

Union Hardware announces im- 
mediate delivery of its No. 100 
wood folding rules. Color of the 
rule is white; rule impressions are 
debossed into the wood with double 
graduations in 16ths on both the 
upper and lower edge. Heavy brass 
caps on the ends of the rule and 
protruded eyelet protect figures 
from wear. Selected hard woods 
are used together with smooth- 
working solid brass joints. Write 
Union Hardware Co., Dept. 
AL&BPM, for further details—211 
E. North Water St., Chicago 11, 
Ill. 


Model Store in W. C. Heller 
Cabinet Factory 

This model store is maintained 
in the factory of W. C. Heller & 
Co. for the convenience of custom- 
ers who wish to see how the manu- 
facturer’s cabinets actually look in 
a store. The room is completely 
furnished with the latest types of 
merchandise as well as different 
patterns and styles of fixtures. A 





second model store shows addi- 
tional fixtures with a display of 
mice-proof seed cabinets, drill cab- 
inets, sundry cabinets and other 
accessories of the company’s manu- 
facture. Dealers interested in mod- 
ernizing their equipment are in- 
vited to visit the factory of this 
56-year old firm or write W. C. 
Heller & Co., Dept. AL&BPM, 
Montpelier, Ohio. 
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“Grom Our Oun Forests and Mills” 


Anything in West Coast Woods... 









Manufacturers of: 











Sead us Your Tuguirtes for 
PONDEROSA PINE, SUGAR PINE, INCENSE 
CEDAR, DOUGLAS AND WHITE FIR. 





Mouldings 





Furniture Dimension 
Glued-Up Stock 
Industrial Shook 


es im- ' Venetian Blind Stock 
o. 100 


of the Ready-to-Assemble 
ns are Furniture Parts 
double © 

th the ——in fact, Anything in 
brass West Coast Woods! 
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The Ralph L. 


MITH 


Lumber Company 





1635 Dierks Building, Kansas City 6, Missouri 
Phone Victor 4143 
Sawmills: Canby, Calif. and Anderson, Calif. 


Remanufacturing Plant: Klamath Falls, Oregon. 
Box Factory: Alturas, Calif. 
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Terent 
es. A 


Fair Traded 
$1.25 Retail 


Cost 
$10.00 doz. 
F.O.B. Chicago 


Wt. per Dozen 


Color 23, Ibs. 


White 





No. 100 Wood Folding Rule-lngressions « are Senet into the wood. Heavy brass caps on ends and 
protruded eyelet prevents wear on marked figures. Double graduations in 16ths on both upper and 
ae edge. Rules are made from selected hard woods and smooth-working solid spring brass joints. 























: "UNIO! N HARDWARE CO. F.O.B. CHICAGO | 
addi ~ IMMEDIATE SHIPMENT NO LIMIT © Sine. North water st. | 
ay Oo : cago ll, ois : 
1 cab- Price: $10.00 doz., F.O.B. Chicago — | Doz. Rules @ $10.00 2 
other Fe | Minimum Shipment 2 Dozen ‘Name em sokeanaece eC a 
manu- Terms: 2% 10 days, net 30 to Rated Accounts : Address Sadho 9 cel 
mod- §& 0 err poupee hah eis ala 5 ite SO Sircsec peti 
‘e in- 25%, deposit required on C.O.D. shipments. : (] Open Acct. 5 a oe . 
i eerrererercnerrneeecenegqrer cemented dle? lag ka Ps alae ins lean ha tnethais 3 

bj 
x: UN ION HARDWARE Co.. CHICAGO II. ILL. 
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WHAT’S NEW? 





Kemiko Concrete Stains 


Kemiko, a chemical stain in “12 
colors of the Grand Canyon,” is 
said to penetrate to the full depth 
of the pores becoming a part of 
the concrete. To eliminate the col- 
or, the concrete surface itself must 
be worn away. Kemiko stain is 
easily applied to all concrete, in- 
doors or out, on either new or old 
surfaces. It is also practicable on 
marble, terrazzo, limestone, and on 
concrete or pumice building blocks. 
It is guaranteed not to chip, crack 
or peel. Kemiko is ideal for play- 
rooms, offices, courts, terraces, pa- 
tios, etc. Many attractive stone 
effects may be achieved at a frac- 
tion of the cost of stone by groov- 
ing a design at the time concrete 
is laid, or joints may be effected on 
ungrooved areas by laying out a 
design with white shellac prior to 
the application of stain. By apply- 
ing various stain colors, omitting 
finish coat, a natural stonelike ap- 
pearance will result. For complete 











Now in 


delivery 


Cold Rolled 
CHANNEL IRON 


34,” 300 lbs. per M Lin. Ft.’ 
16’ or 20’ lengths; 20 pcs. per 
bundle. 
117” 475 lbs. per M Lin. Ft. 
16’ or 20’ lengths; 10 pcs. per 
bundle. 

Painted only. 


One item in the complete 
line of PENMETAL Plaster- 
ing Accessories which enable 
you to meet every need of 
your customers. You know 
PENMETAL LATH and EX- 
PANDED METAL MESH, 
— now get acquainted with 
PENMETAL PLASTERING 
ACCESSORIES. 


PENN METAL COMPANY, INC. 
General Sales Offices 
205 East 42nd Street, New York 17, N. Y. 


New York 


Indianapolis 


Boston 
Detroit 


) District Sales 
Offices 


San Francisco 
izelaielay 





information write Rohloff & Co., 
Dept. AL&BPM, 918 N. Western 
Ave., Hollywood 27, Calif. 


Aluminum Surface 
Door Closer 


A new line of aluminum surface 
closers was publicly displayed for 
the first time by the Norton Door 
Closer Company at the recent Na- 
tional Builders’ Hardware Exposi- 
tion in Chicago. The newly-de- 
signed Norton door closer was de- 
scribed as the first door closer to 
have a permanent mold aluminum 
case. The value of the aluminum 


shell is said to derive from its close 
grain, its rust-proofness and its 
light weight. 


The new aluminum 











stock 
for immediate 


Send for catalog 
and details of our 
100% Dealer policy 


Porkersburg, W 





closers are of the rack and pinion 
hydraulic type. They contain all. 
steel interior parts. The closers are 
made in standard sizes, with six 
types of holder arms and seven 
bracket styles. For complete infor- 
mation write the Norton Door 
Closer Company, Dept. AL&BPM, 
2900-2918 N. Western Ave., Chi- 
cago 18, Ill. 


One-Coat House Paint 


Devoe’s One-Coat House Paint, 
described in the company’s bulle- | 
tin, as a “brilliant” white, has suf- § 
ficient self-sealing and durability to | 
make it entirely practical as a one- 
coat finish for repaint work where 
the old paint is in fair condition. 
It is said to have a hiding power 
exceeding twice that of ordinary 
paints. 
in six to eight hours, this one-coat 
paint chalks gradually, giving a 
good surface for refinishing, and is 
self cleansing. 





long as a good two-coat system job 
and longer than most ordinary two- 
coat jobs. Furnished in five gal- 
lons, two gallons, gallon size 





Philadelphia 
Seattle 


Chicago 


Los Angeles 





Parkersburg, W. Va. 





Air View of Our Plant 


Ash Your Wholesaler 
for OUR PLumler 


1" Kiln Dried Yellow Pine 
FLOORING, BOARDS, SIDING, ETC. 


-W. M. McGOWIN LBR. CO. 


PINE APPLE, ALABAMA 
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Throughout the 
middlewest buyers 
have long known 
Ferguson as a reli- 
able source of sup- 
ply for their lum- 








POWER EQUIPMENT CUTS YOUR 


MATERIALS-HANDLING 


KRANE 


Swing-Boom Mobile Crane 


This rubber-tired boom crane lifts, 
© totes, and spots loads up to 10 tons— 
™ any shape or size—any part of the | 
© plant or yard. Travels, and swings, | 
) tops, raises, or lowers the load all at 
© one time—or independently. One man 
operates it, one engine powers it. | 
KRANE KAR pays its own way- doing | 
the work of 6 to 8 men. 
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KAR => | 
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LIFT-O-KRANE 
«<«« Combination Mobile Boom Crane 
and Fork Lift Truck 


You have at your disposal a machine 
that’s a MOBILE BOOM CRANE when 
you have crane work—a FORK LIFT 
TRUCK when you have pallet loads. 
For crane work, just fold back the 
forks. For fork jobs, quickly and 
easily remove the boom. Also obtain- 
able as a FORK TRUCK unit exclu- 
sively—without boom; or asa BOOM 
CRANE only—without forks. 


Power equipment expedites stacking, storing, feeding mills, 
servicing kilns, loading freight cars, trucks, or barges... 
KRANE KAR and LIFT-O-KRANE handle lumber, timbers, logs, 
poles, ties, sand, gravel, cement blocks, pallet loads of brick, 
sheet rock, building plastics, pipe, lime, coal, clay products. 


us 
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Ask for Bulletin No. 66 on KRANE KAR; Bulletin No. 65 on LIFT-O-KRANE. 


by 


7 


matt ‘ 


SEE 860 G3RD ST., BROOKLYN 20, N. Y. 





















SOUTHERN PINE 
& HARDWOODS 
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One of the large 
Pacific Northwest manufact- 
urers of stock fir millwork 
invites your immediate inquiry 
by phone, wire or air mail. 
ANY WOODWORK ITEM IN CARLOAD LOTS 


SH» TRIM+ FRAMES + DOORS 
Ret 
E MILLWORK 


3201 FREMONT AVE. SEATTLE 3, WASH. 













_ Thurston-Flavelle Limited 


Manufacturers of Red Cedar Lumber and Shingles 
Port Moody, B. C. Canada 


The Brand to Rely on for 






Quality Products 


Distributed through the Whole- 
sale Trade exclusively. 
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and quarts. For complete details 
write Devoe & Reynolds Company, 
Inc., Dept. AL&BPM, 787 First 
Ave., New York 17, N. Y. 


Ezway Folding Stairway 
Lightness, simplicity and com- 
pactness are special features of 
the Ezway folding stairway, ac- 
cording to the manufacturer, Min- 
nesota Wood Specialties, Inc. 
Space requirement is 26”x54” for 
rough ceiling opening and 60” wall 
clearance; projection into the attic 
is 18” from underside of the ceiling 
joists. The stairway is assembled 
at the factory and delivered ready 
to be nailed to the joists. Treads 
are dovetailed to the stringers; 


each step carries a strip of non-slip 
abrasive material bonded to the 
wood. Three sizes are designed for 
ceilings 7’ to 9’ high; and there is 
a heavy industrial unit for ceilings 
up to 10’. For further details write 
Minnesota Wood Specialties, Inc., 
Dept. AL&BPM, Box 216, St. Paul 
Park, Minn. 
Durakote White Paint 

Durakote is offering a quantity 
of No. 44 outside white paint in 
five gallon steel containers at the 
price quoted January lst. Suitable 
for exterior and interior painting 
on surface of wood, metal, concrete, 
brick, or over old paint, this paint 
is said to cover “solid” in one coat. 
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GLENWOOD 
ROAD 


Albany, New York 
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“OLD TIMERS” 


No “green wood" on this rugged team. 
Here is job-tested logging equipment 
that has proved itself with top per- 
formance under any conditions. New 
requirements and modern design have 
resulted in up-to-date adaptations of 
the old reliable machines. For further 
information about lasting service, 
economy, and speed of production, 
write, phone, or come in today! 


HYSTER winches, sulkies, skidding pans 
and rigging; DISSTON chain saws; 
CATERPILLAR diesel engines. 


TRACTOR & 
MACHINERY CO. 
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It dries hard to a smooth finis, 
that is easily washable. For prica 
and complete information writ 
Durakote Paint Corporation, 
Broadway at 57th St., New Yor 
19, N. Y. 


All-Weather Cab Fits 
Clark Yardlift Ford Truck 

A weather-tight cab for drive 
protection can now be obtained for 
installation on the Yardlift-40 ani 


Yardlift-60 models of Clark Equip. f= 
ment Company’s pneumatic - tired 7% 


fork truck series. 


these trucks are used primarily for 


Inasmuch 3} 


outdoor handling operations—in ex- 7 


terior storage and_ inter - plant 
transfer of materials, for example, 
the protecting cab has proved val- 
uable in maintaining driver eff- 
ciency. The cab is constructed of 
heavy-gauge sheet steel for dura 
bility; ample windows provide side 
and forward vision. The roof win- 
dow, of glareproof plastic, provides 
ample visibility for high tiering. 
Effective insulation contributes to 
driver comfort. Deluxe accessories 
include windshield wipers, heater 
and windshield defrosters, as well 
as air-cushion seats. For additional 
information write Industrial Truck 
Division of the Clark Equipment 
Company, Dept. AL&BPM, Battle 
Creek, Mich. 


Timberib Rafters 

The Frank J. Zinc Company, now 
handling distribution of Timberi) 
rafters in Illinois, Indiana, Iowa 
and Michigan is warehousing 4 
complete line of rafters for barns 
and other farm buildings. Timberib 
rafters, manufactured by Timber 
Structures, Portland, Ore., art 


made of laminated, durable Doug 


las Fir, and are perfectly arched 
and glued with time-tested glues. 
With these rafters there is no need 
for cutting on the job site, no wast 
of materials, no cross bracing and 
no interior posts. In  additio 
to the farm building rafters, the 
Zine company will handle a com 
plete line of tied rafters suitable 
for all types of commercial built 
ings such as stores, garages, et 
Rafters for all farm buildings af 
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Beas tins 


WORKS 
EASILY 





FORMS 
READILY 


SOLDERS 
EASILY 





FOR FLASHING 
1- VALLEYS 
2-CHIMNEYS 

3- WINDOW FRAMES 


4-EAVES }4 G8 grade zinc, copper and 


magnesium are combined to 
5-RIDGES 


produce a tough, strong, work- 
6-GUTTERS - 














"ni 


il 


able sheet metal at less than half 
the cost of 16 oz. copper. 
Can‘t rust, solders easily, forms 
DOWNSPOUTS readily, doesn’t stain white trim, 
T- TERMITE SHIELDS 

doom. 
Made in rolls, strips, sheets and 
a full line of rain carrying equipment, including gutters and 
downspouts, all 26 U. S. gauge. 


doesn't corrode in mortar joints, 
and stands up at the seashore 
Meets government requirements for housing. 
Sold by distributors everywhere. Send for literature and sample. 





where so many metals meet their 
Another CHENEY Product. 


THE ALLAN CORPORATION 


623 Prospect Street Trenton 8, New Jersey. 





y 


= 


CYLINDER TUBULAR NIGHT LATCH No. 90 
Reversible 
Forged Brass Latch and Back Plate 


PROMPT SHIPMENTS == 


HARDWARE 
MFG. COMPANY 
TRENTON 4, N.J. 
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{ 1. BALANCER ACTION — for free- 


sliding sash without spirals, pulleys, 
weights or cords. 


2. WEATHER-STRIPPING BENEFITS 


— insure snug-fitting sash; no dust, 
draft or rattle. 





U.S. Pat. No. 2,187,412 


There’s real economy in handling and installing Air-tite 
Window Stays. One operation takes command of any double- 
hung window for balancer action and weather-stripping 
benefits — saving over 50% in time and materials. These are 
real benefits to pass on to the house-buying public. 


Air-tite Window Stays, set in both upper and lower sash, 
apply evenly-distributed pressure toward the parting bead. 
The plunger of each Stay expands or contracts against 18 
Ibs. of spring action, affording free-sliding, snug-fitting 
windows under all conditions. 


Architects, builders, dealers 
ond jobbers are invited to 
write for full installation 
specifications and prices. 














Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 














SALE OF 


SURPLUS LUMBER 


NAVAJO TRIBAL SAWMILL 


Sealed bids, in duplicate, on forms pro- 
vided therefor, marked outside, “Bfd, 
Surplus Lumber, Navajo Tribal Saw- 
mill’, and addressed to the General 
Superintendent, Navajo Indian Agency, 
Window Rock, Arizona, will be received 
until 2:00 o’clock, P. M., Mountain 
Standard Time December Ist, 1948 for 
the purchase of surplus Ponderosa pine 
lumber produced by the Navajo Tribal 
Sawmill, located about 14 miles north- 
west of Fort Defiance, Arizona. The 
contract to be entered into with the 
successful bidder will be for a period 
of one year from date of approval of 
contract. Surplus lumber, as defined in 
the contract, will constitute not less 
than 75 percent of the total volume 
produced by the Navajo Tribal Sawmill 
during each calendar month or fraction 
thereof that the agreement is in effect. 
There is no guarantee as to the volume 
of lumber to be sold, nor of the grade 
percentage thereof. The contract will 
stipulate that prices to be paid for each 
vrade and dimension of lumber will be 
adjusted semi-monthly according to the 
fluctuations of corresponding grade and 
dimension prices of the Western Pine 
Association’s Weekly Summaries of 
Past Sales, or supplement thereto. The 
high bid will be determined by apply- 
ing the “weighting factors”, appearing 
in the form for submission of bids, to 
the prices bid for corresponding items, 
the high bid being the one which yields 
the highest weighted average price by 
this procedure. No proposal will be 
considered unless it includes a bid on 
each and every item listed, at or above 
the stated minimum prices appearing 
in the form for submission of bids. 
There shall be added to the minimum 
prices submitted by any individual, 
partnership, or corporation, the sum of 
fourteen cents per thousand feet, board 
measure, in case the individual, part- 
nership or corporation submitting the 
bid is not a member of the Western 
Pine Association. However, this addi- 
tional sum per thousand feet shall not 
be used in determining who is the suc- 
cessful high bidder. Prices bid are to 
be for rough, air dried Ponderosa pine 
lumber f.o.b. the purchaser’s trucks or 
other vehicles at the Navajo Tribal 
Sawmill. Each bid must be accom- 
panied by a certified check in the 
amount of Twenty five thousand dollars 
($25,000.00) on a solvent Bank, payable 
to the General Superintendent, Navajo 
Indian Agency. The deposit will be re- 
turned to the unsuccessful bidder. The 
deposit of the successful bidder will be 
applied as part of the purchase price 
of lumber actually delivered, or re- 
tained as liquidated damages if the 
bidder shall not execute the agreement 
and furnish a satisfactory bond for 
fifty thousand dollars ($50,000.00) with- 
in thirty (30) days from acceptance of 
his bid. The right to reject any and all 
bids and to waive technical defects is 
reserved. For copies of the agreement, 
forms for submission of bids, and other 
information, apply to the General Su- 
perintendent, Navajo Indian Agency, 
Window Rock, Arizona. 

29 September 1948. 

Commissioner of Indian Affairs. 
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warehoused at Montgomery, IIl. 
For further details write the Frank 
J. Zinc Company, Dept. AL&BPM, 
141 W. Jackson Blvd., Chicago 4, III. 


Portable All-Purpose Power Saw 


Tri-Po Engineering Corp. de- 
scribes its Tri-Saw as having these 
special features: 1) fingertip con- 
trol; 2) only four moving parts; 
3) lightweight construction; 4) fits 
the hand comfortably; 5) fits all 
electric drills from 4% to % inch. 
The Tri-Saw scrolls in all types 
of material permitting circular or 
parabolic cuts. Equipped with spe- 
cial blades it is said to be an ideal 
tool for “roughing in” electrical, 
plumbing, heating, ventilating and 
air-conditioning, carpenter work. 
Cuts directly into metal lath, plas- 
tered walls, transite, oak flooring, 
wall board, light sheet metal. For 
descriptive folder write RCS Tool 
Sales Corp., Dept. AL&BPM, P. O. 
Box 1434, Joliet, Ill. 


The Bruce "Salesmaker" 
Display Rack 

A practical way to increase sales 
on floor maintenance products is 
offered in the Bruce Salesmaker 
display rack. Designed to be used 
as an attractive island display, at 
a counter and/or against the wall, 
sturdy galvanized wire rack pro- 
vides an eye-catching arrangement 
of Bruce Household Products which 
can be seen from any angle. The 
rack holds about $60 worth of mer- 
chandise including Bruce Floor 
Cleaner, The Bruce Doozit, re- 
placeable Doozit Pads, Bruce Floor 
Wax (Tuf-Lustre), Bruce Paste 
Wax, Bruce Self-Polishing Wax 
and Bruce Linoleum Seal. Related 
items are shown together, doing a 
good suggestive selling job for ad- 
ditional purchases. For complete 


details write E. L. Bruce Co., Dept. 
AL&BPM, Memphis 1, Tenn. 
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Bathroom Cabinet Equipped 
with Fluorescent Light Fixtures 


A new bathroom cabinet 
equipped with fluorescent light fix. 
tures is the latest addition to the 
growing Miami-Carey line. It is 
available in several cabinet styles 
and mirror designs. Many features 
make it a popular volume item. It 
bears the Underwriter’s Labora- 
tories, Inc. seal of approval. Its 
operation does not disturb radio 











reception. Other features include a 
single electrical outlet box that 
serves fixtures, switch and conve- | 
nience plug, thereby reducing in- 


stallation costs. The bulbs are easy | 


to change, a simple nut-bolt holds 
them securely in place. Additional 
information is available by writing 
the Miami Cabinet Division of the 
Philip Carey Mfg. Company, Cin- 
cinnati 15, Ohio. 


1948-49 Rust Oleum Catalog 


Rust-Oleum Corporation has is- 
sued a new descriptive catalog 
Rust-Oleum Stops and Prevents 
Rust outlining the qualities of the 
company’s laboratory-and-field test- 
ed rust preventive products for in- 
dustrial, railroad, marine, farm ; 
and general uses. Rust-Oleum 3 
applied directly over all rusted 
surfaces. Problems of scientific 
rust control, together with direc 
tions for use and application are | 
given on the inside front cover: 
Following this is a handy index of 
products in the new enlarged Rust- 
Oleum line. Pages 4 through 12 
include topically listed specifications 
organized for easy referent 
through the visual use of 48 color 
cards, augmented by 22 color pal 
els of machinery and implemet! 
finishes. These cards show the var 
ous colors in which Rust-Oleum 
obtainable. Write Rust - Cleum, 
Dept. AL&BPM, 2425 Oakton St. 
Evanston, Ill. 









































































































o HEVLIN-McCLOUD LUMBER COMPANY 
xtures of 
cabinet { Successors to Shevlin Pine Sales Company } | 
ght fix. 
“* the SELLING THE PRODUCTS OF DISTRIBUTORS OF tee 
. Iti *THE McCLOUD RIVER LUMBER GRHEVLIN PINE 
t styles COMPANY | PONDEROSA PINE 
Features 5 McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) | 
tem. It i *THE SHEVLIN-HIXON COMPANY i -oon-aer yea ene 
Labora. Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
al. ie ‘Member of the Western Pine Associa. | © MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) : 
> radio [i oo, See eee DISTRICT SALES OFFICES: 
3 NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
 Dederosa Pace Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 
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Makes Every Cut 
Necessary in Building 


The Beaver woodworker, manu- 
factured by Hutchinson Mfg. Co., 
is said to be a complete shop in 
itself, permitting every cut neces- 
sary in building. In addition to 
being a radial saw, the Beaver com- 
bines the added features of ripping, 
jointing, mortising, dadoing, sand- 
ing and other woodworking opera- 
tions. Folders are available de- 
scribing the Beaver, also the com- 
pany’s single spindle shaper, a 12- 
inch ball bearing band saw and a 
band-saw geared speed reducer. For 
copies write Hutchinson Mfg. Co., 
Inc., Dept. AL&BPM, Norristown, 
Pa. 


New American Sander 
for Dealers’ Rental Trade 


A new floor sander, the American 
Rental, is designed especially for 
the needs of dealers who offer 
rental sanders to their customers. 
Smart appearance is combined with 
many innovations in practical fea- 
tures in this new machine produced 
by The American Floor Surfacing 
Machine Co. The sander is light in 
weight (89 lb.), and perfectly bal- 
anced for easy carrying and easy 
handling. The operator controls the 
machine with a new safety-grip 
switch on the handle, which pro- 
vides positive off-on action with 
either or both hands. Another fea- 
ture is the package unit construc- 
tion of the machine. This enables 
the dealer to replace motor and fan 
package unit, if needed, without 
loss of operating time. It takes only 
a few minutes to remove six screws 
and make this change. Ample power 
is furnished by a heavy duty G.E. 
capacitor type 1 H.P. motor. It has 
no windows in armature and no 





brushes to wear out and need re- 
placement. A direct vacuum system 
of dust collection is employed, with 
a vacuum cleaner type bag. Dust 
pan is easy to take out. Abrasive 
paper can be quickly changed. For 
complete information write The 
American Floor Surfacing Machine 
Co., Dept. AL&BPM, Toledo 4, 
Ohio. 


New Booklet Gives 
Profit Making Sales Tips 


A new booklet, KD-381, gives 
marketing and sales executives up- 
to-the- minute information about 
positive methods to increase the ef- 
fectiveness of each dollar budgeted 
for sales. It points out automatic 
methods of spotting incipient sales 
weaknesses, inroads by competitors, 
and below par sales approaches. 
Through the use of an automatic 
computing Chart - That - Thinks, it 
shows how sales executives have 
current action facts that show ac- 
count by account gains and losses 
on either a year to date or a 12 
month basis, with no clerical cal- 
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culations required. Copies may be 
obtained by writing Remington 
Rand Inc., Dept. AL&BPM, 315 
Fourth Ave., New York 10, N. Y. 


Light Weight High Speed 
Lift Truck 

A gasoline-powered fork lift truck 
named Transitier by its designers, 
after being field tested for more 
than a year, is now in large scale 
production by Transitier Truck Co, 
Its 1000 and 2000 Ib. lift capacity 
makes possible high speed loading 
and unloading of highway trans- 
port trucks and railroad cars. Full 
pneumatic tires allow fast travel 
on bumpy and uneven road or plat- 
form surfaces. Special design fea- 
tures include: all welded one piece 
body frame construction of heavy 





gage steel stampings; four cylinder 
water cooled fabricated “Cobra” en- 
gine developing 26 H.P.; 61 in. 
turning radius for maneuverability 
in narrow-aisle, congested ware- 
houses; hydraulically operated lift 
and tilt of load-carrying mast. The 
Hydroflex clutch is located behind 
and above the engine for easy ac- 
cessibility. Operated hydraulically, 
the clutch can be adjusted or com- 
pletely changed in 15 minutes. For 
complete details, write Transitier 
Truck Company, Dept. AL&BPM, 
2477 N. W. 28rd Ave., Portland, 
Ore. 


Acme Announces New 
Stretcher, and a New Sealer 

The Strapping Division of Acme 
Steel Company has announced the 
availability of two new tools to be 
used in the strapping field: A new 
Stretcher (B2A0O) and a new Seal- 
er (C2A) which provide the means 
of applying flat steel strapping to 
packs where strapping operating 
surface is very limited. The use 
of these new tools for insulation 
work and for bundling and tying 
units of small diameter is unlimit- 
ed. For example, they are extremely 
successful in applying a tight strap 
around packages as small as 1 in. 
in diameter. For further informa- 
tion, write Acme Steel Company, 
Dept. AL&BPM, 2840 Archer Ave., 
Chicago 8, Ill. 
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TARTER, WEBSTER & JOHNSON, INC. 


No. 1 Montgomery St., San Francisco «+ P.O. Box 1731, Stockton, ’Calif. 
Manufacturers ot 


Ponderosa Pine, Sugar Pine, White Fir, IncensejCedar 
Lumber, Mouldings, Cut Stock 











THE NAME SILVER LAKE stampeD ON EVERY FOOT 
@ PACKED IN CARTONS @ 


LOWER PRICED GRADES 
EDDYSTONE 


j) Mills and Sales Office PELHAM 
SILVER LAKE co. ) Chattahoochee, Georgie Ti Teley Ts) 
Sold through Regional Distributors sates 


TWIN HARBORS LUMBER = 





Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 








Al Clements Lumber Co. 


MANUFACTURERS & WHOLESALERS ¢ DOUGLAS FIR LUMBER 


Industrial and Housing Materials : 


EUGENE, OREGON P. O. BOX 908 PHONE 5640 TWX NO. EG 49 
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Hundreds of progressive builders 
are already using... 


STA-TITE 


STEEL BRIDGING 
FOR WOOD JOISTS 





C25 . 


| STA-TITE F ‘ 


< 
* 





You can count on profitable repeat orders 
because 


STA-TITE JOIST BRIDGING ... 


1. Cuts contractor's labor costs in half. 

2. Half-hard stock permits bridging to flex 
slightly, assuring firm, even floors for 
years to come. 

3. Can be readily used in old homes as well 
as new; easily and quickly replaces old 
wood bridging. 

4. Comes in two sizes for use with 2x8 and 
2x10 joists spaced 16 inches on center 
10-inch size also used with 2x12 joists 

5. Only one nail used at each end of each 
piece; saves 200 nails per average house. 

6. Patent flanges bite into joists when nailed 
so bridging tightens as joist shrinkage 
occurs. 

Write us today for complete details. Don’t 

miss out on this proved, fireproof, profitable 

line of steel joist bridging. 


Beloit Steel Industries, Inc. 


307 CITY HALL BLDG., ROCKFORD, ILL. 

















( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK 
STICKS AND STAYS Pur 
—_—XKX—*_ 











Most dealers report: 4 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells-so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. 


The PLASTIC Repair Material 
in POWDER Form 










*) DONALD 
DURHAM 
COMPANY 
Des Moines 4 
lowa 






























74 





Skufpruf Tarp 

An inexpensive, efficient  tar- 
paulin, according to the manufac- 
turer, can be any length, easily cut 
out of the 10-foot wide roll of 
Richgraft Skufpruf Such a tarp 
is waterproof, windproof, dust- 
proof, tough, shrinking and abra- 
sion resistant. It is said that with 
reasonable care, a Skufpruf tarp 
can be re-used many times—and is 
not apt to be stolen. Skufpruf, a 
plasticized, waterproof, heavy duty 
paper, is easily recognized by its 
green tint. The 10-foot width is a 
distinct advantage for curing and 
protecting concrete, closing in jobs 
during inclement weather, etc. Use 
of a Skufpruf ‘“Ten’”’ will cover 40 
per cent more area in the same 
application than a 7-foot wide pa- 
per. This means fewer laps, less 
labor, lower application costs. 
Skufpruf is also available in rolls 
3, 4, 5, 6, and 7 feet wide. Write 
the Richkraft Company, Dept. AL 
&BPM, Builders’ Bldg., Chicago 1, 
Ill., for complete information. 


New Baseboard Heating Unit 

A new baseboard heating unit 
with a heating capacity of 600 
BTU per hour per lineal foot with 
170° forced water, and simple orig- 
inal or replacement installation is 
now in full production for imme- 
diate delivery. The heating core 
is continuous copper tubing with 
aluminum fins secured by a special 
process. The entire unit is covered 
by a decorative heavy gauge sheet 
steel grilled warm air outlet and 
deflector. The cover is readily re- 
moved for cleaning. 

Catalogs giving full description 
and heating factors for steam or 
hot water are available. Refer to 
Rittling Catalog Bl. Catalogs are 
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also available on other standard 
products: ‘horizontal and down 
blow unit heaters, steel or copper 
finned tube radiation, grilles d 
cabinet enclosures and steel finned 
radiators. For more information 
write The Rittling Corp., Dept. 
AL&BPM, 1292 Niagara St., Buf- 
falo 13, N. Y. 


Trial Sample of Rubber 
Base Paint 

Celadri Corporation, manufactur- 
ers of Celadri rubber base paint, is 
offering a free sample of its product 
to the dealer. This offer provides 
an opportunity for dealers to test 
for themselves the manner in which 
Celadri rubber paint will brush, 
spray, roll—vulcanize—to any sur- 
face, such as galvanized iron, wood, 
insulation board, stucco, concrete, 
brick, canvas, etc. The paint dries 
quickly to an attractive flat finish. 
It is available in 12 colors. Write 
for free trial sample, Celadri Cor- 
poration, Dept. AL&BPM, Willis- 
ton Park, N. Y. 


Three New Tile Colors 
Announced by Hachmeister 
Three new white asphalt tiles, 
delicately marbleized with blue, 
green, and black respectively, are 
now available from Hachmeister, 
Inc., makers of Hako asphalt tile 
flooring. With addition of the three 
new whites, Hachmeister now offers 
Hako asphalt tile in 20 colors, 4 
plain and 16 marbleized, with fea- 
ture strip in 5 different colors and 
border in a choice of two colors, 
maroon and black. Samples of the 
new tiles or further information 
may be obtained by writing Hach- 
meister, Inc., Dept. AL&BPM, 2332 
Forbes St., Pittsburgh, Pa. 


Sprout Waldron Issues New 
Attrition Mill Bulletins 

An eight-page bulletin describ- 
ing how the Double Runner Attri- 
tion Mill is used in modern industry 
has been published by Sprout Wal- 
dron and Company, manufacturing 


. engineers. Construction details are 


22 


<3» 


adequately illustrated and discussed 
along with required products col- 


lecting systems. Two four-page 
data ‘bulletins are supplements. 


DRC-1 considers the attrition mill 
in general processing applications 
other than feed grinding. DRF-1l 
is a data bulletin applying strictly 
to the feed industry. Both are com- 
plete with dimensional drawings, 
capacity date and a_ convenient 
check list. These bulletins are avail- 
able upon request. Contact Sprout- 
Waldron & Company, Dept. AL& 
BPM, Muncy, Pa. , 
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Every cellar, garage, cistern, If your contractor, homeowner 
pool, milkhouse, stable, pen or others have a problem with 
and dairy barnneeds THORO- water or dampness, The 
SEALING, to keep water out THORO System will correct 
of the walls. and solve the problem. 
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vA 4 
WATERPLUG .. to stop the leaks 
i ” THOROSEAL. to fill & seal the surface 
: QUICKSEAL . for a beautiful finish 








WRITE FOR DEALER PLAN 
AND DESCRIPTIVE CIRCULARS 


THE THORO SYSTEM Products make friends, 


new customers and a substantial profit for the dealer 


STANDARD DRY W 


Box &% New Eagle, Penna. 


Telephone Monongahela 67 


Vy 





OREGON LUMBER 
COMPANY 


Baker, Oregon 


Producers and Manufacturers 


Famous “John Day" 
Ponderosa Pine 


Since 1889 








Under a sustained yield plan. New 
trees are growing as fast as we 


harvest the mature ones — insuring 


ee FET TTY 


continuous operation for the future. 
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Bi Because so many variables affact the grade of lumber, 
oh often difficult for inexperienced buyers to understand 
values. 


That's why Stutts Lumber sells more easily, helps build 
the confidence of lumber-yard customers. 

The Stutts name and SPIB grade on every piece show 
even the layman that he's getting standard value or 
above. It also shows our dealers how we stand behind 
our product from mill to user. 


Every piace branded and SPIB grade marked 








































STUTTS LUMBER CO., INC. 
Thomasville, Ala. 
STUTTS SAWMILL CO., INC. 
McIntosh, Ala. 
(General Sales Office at Thomasville) 
@ WRITE OR WIRE STUTTS, DEPT. 13, Thomasville ® 














Logged in 1996-1937 
HARDWOODS ¢@ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for curren’ 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 3 
QUALITY LUMBER 





Air-dried Kiln-dried 








% 





New Officers of Cincinnati 
Lumbermen's Assn. 


The Cincinnati Lumbermen’s Golf 
Association recently held its all day 
9th Annual Tournament at Western 
Hills Country Club. There were 90 
members and guests who participated. 
At the banquet in the evening, new 
officers elected were as follows: Presi- 
dent, Tom Matthews, The M. B. Far- 
rin Lumber Co.; vice-president, Sam 
Piates, The Mowbray & Robinson 
Lumber Co.; secretary-treasurer, Bill 
Maescher, Kirkpatrick Lumber Co. 


Plywood Leaders Serving 
on Management Committee 


Plywood leaders, meeting in Ta- 
coma, Wash., recently chose three 
leading panel-makers to serve addi- 
tional terms on the industry manage- 
ment committee which directs product 
development and promotion activities 
for 37 plants in the Pacific Northwest. 

B. V. Hancock, vice-president of 


THE IZOTS 


Cascades Plywood Corp., Portland, 
Ore.; Frost Snyder, president of Van- 
couver (Wash.) Plywood and Veneer 
Co., and Herman E. Tenzler, president 
of Northwest Door Co., Tacoma, were 
re-elected as members of the nine- 
man committee responsible for set- 
ting the overall policy of the indus- 
try’s promotional and quality control 
program which is effected by the 
Douglas Fir Plywood Association. 


Howard McLees Retiring 
As Manager of Detroit Assn. 


Howard McLees, secretary-man- 
ager of the Detroit District Retail 
Lumber Dealers Association in De- 
troit, Mich., is retiring December 31, 
and expects to locate near Walhalla, 
Mich. 

Mr. McLees started in association 
work as field secretary of The Ohio As- 
sociation of Retail Lumber Dealers in 
which capacity he served for approxi- 
mately five years. Previous to this he 





was for many years engaged in the 
retail lumber business. From the 
Ohio Association he went to the Co- 
lumbus Lumber Trade Exchange of 


Columbus, Ohio, as manager where | 


he was for another five years. In Sep- 
tember, 1935, the Detroit District Re- 
tail Lumber Dealers Association of 
Detroit asked Howard McLees to join 
them and from that day until he 
leaves them at the end of this year, 


he has worked untiringly for the in- F 
terests of over 100 retail lumber deal- | 


ers and some 20 wholesalers in the 
Detroit area. 


For the past 10 years the Detroit 
Association has been recognized as 
one of the outstanding and most suc- 
cessful Metropolitan Associations in 
the United States. 
rath of Fellrath Sons, Inc., of Inkster, 
Mich., is president. Mr. Fellrath is 
also Chairman of the board of direc- 
tors who are seeking a successor for 
Mr. McLees. 


Honorary Members Elected 
to American Wood-Preserver's 
Assn. 


The American Wood - Preservers’ 
Association has just elected to Hon- 
orary Membership Frank D. Mattos, 


manager, Treating Plants, Southern Ma 


Pacific Co., West Oakland, Calif, 
and R. S. Belcher, manager, Treating 





Francis R. Fell- | 











3%, Inch Unselected 


BIRCH 


CUPBOARD DOORS 


HOLLOW CORE 
for PROMPT DELIVERY 


SIZE WIDTHS 12” to 32” in 4 inch steps 
LENGTHS 12” to 72” in 4 inch steps 


WISCONSIN LAMINATING COMPANY 


CHILTON, WISCONSIN 








ORNAMENTAL WROUCHT IRON 


Interior and Exterior Iron Rail- 
ing, Window Guards, Ladders, 
Area Gratings, Cellar Doors, 
Overhead Arches, Porch Col- 
umns, Pipe Railing. 


Also manufacture swing- 
ing, Sliding and Folding 
Gates for every purpose. 


Office and Factory: 


2110 Florence Ave., Zone 6 


CINCINNATI IRON FENCE C2 INC 


oe CINCINNATI OHIO. Co 

















BENDIX ccccracive 


woon MOULDINGS 


WOOD CARVINGS, MARQUETRY, TRIMMINGS 


Of genuine wood, not plaster or composition. 
Authentic designs in classical and moderne 
patterns for all uses. Made with skilled crafts- 
manship on specially designed machines, so 
finished they look hand-carved. Cut clean to 
apply instantly —no sanding. In random 
lengths or quantity orders made to your specification. Prompt 
lelivery from large ready stock to meet every requirement. 














Only the catalog or a visit to our showroom can give you an 
idea of the pl line ilable for i di delivery 


BENDIX Manufacturing Co. 
192 Lexington Avenue, New York 16, N. Y. 

















LET US REWORK YOUR OLD SAWS | 


Since 1900 we have manufactured and repaired circular 
saws for the sawmills. 
| 


We have customers from almost every state because we 
know how. 


Distance is no barrier. 


We can repair your spiked saws by welding or by cutting 
down to a little smaller size. 


| 
We can make edgers, trimmers, etc., from your worn out | 
and cracked saws. 


Most any other kind of repair work as well. 
Best equipped saw factory in the South. | 


J. H. MINER SAW MFG. CO. 
MERIDIAN, MISS. 


INCORPORATED IN 1912 THE ORIGINAL MINER SERVICE 
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| Bishop 7-4080 


“IT'S NOT IN THE BOOK" 


TRADE-MARK 






ees Ill 
















SUSANVILLE 


REGISTERED 





says Paul Bunyan 


The 'Swamper's Guide" answers none of the 64-dollar questions that 
plague the lumberman. From standing tree to retail pile it's one thing 
after another. Continuous operation keeps Paul Bunyan humping. 


fox, PAUL BUNYAN LUMBER CO. 


Ih» SERS i) Manufacturer and Distributor 
ill Ponderosa Pine White Fir 
SINE 


Incense Cedar 


CALIFORNIA 








Soundbilt is a name that stands for quality in plywood. 
As the name itself implies, Soundbilt is a well-manufac- 
tured, soundly produced plywood. It comes from fine, old- 
growth logs. It is made in a modern plant. Soundbilt is 
a name you'll be hearing more about from now on. 


et Sound 
PLYWOOD, /a. 


230 EAST F STREET ® TACOMA, WASHINGTON & PHONE MAim 0179 














Unsuspected, undetected moisture 
costs YOU dollars everyday! 
Electronic MOISTURE REGISTER detects the exact moisture 


content of wood within 3 seconds. No more costly guessing. 
No complicated calculations! Simply place the electrodes against 
the surface to be tested . . . read the dial. WRITE, TODAY, 
FOR FULL DETAILS AND A LIST OF PRESENT Electronic 
MOISTURE REGISTER USERS. The Moisture Register Co., 
Dept. A, 133 N. Garfield Ave., Alhambra, California. 





The Standard in Moisture Testing for 
more than 15 years. 





J. P. RINN 





Yard and Warehouse 


| 2759 So. Kedzie Ave. 
Chicago 23, Ill. 


Rinn -ecott Lumber Company 


| LUMBER and LUMBER PRODUCTS 


Concentration Yard 


Redding, California 
P. 0. Box 6 


H. V. SCOTT 


General Office 


360 No. Michigan Ave. 


Chicago 1, Ill. 
RAndolph 6-4878 





i 
SUILDING Propucts MERCHANDISER 



































































Plants, Santa Fe System, with head- 
quarters in Topeka, Kan. These ac- 
tions according to Association Presi- 
dent Gordon B. McGough, general su- 
perintendent, Bond Brothers, Louis- 
ville, are in recognition of untiring 
service to the industry. 

Mr. Mattos 40 years ago estab- 
lished the basic pressure-treatment 
program for the S. P. railroad. Since 
then he has been responsible for a 
tremendous conservation of railroad 
timber requirements on the lines, 15,- 
100 miles of right-of-way, and has 
served as a guide to other railroads 
and industry. 

The industry is indebted to Mr. 
Belcher for his vigorous encourage- 
ment and exhaustive studies of tie 
service records, as well as for his de- 
velopment of the widespread use of 
treated timber in other forms by 
railway and industrial users. 

Other Honorary Members are: R. 
K. Helphenstine (retired), U. S. For- 
est Service, Washington, D. C.; Wm. 
Townsley (retired), a Charter Mem- 
ber of the Association, formerly with 
the Grasselli Chemical Co., Cleveland, 
Ohio; H. von Schrenk, Consulting 
Engineer, St. Louis, Mo.; O. C. Stein- 
mayer (retired), Canada Creosoting 
Company, Montreal, Quebec. 

The AWPA which is a technical 
group of individuals with headquar- 
ters at the Chandler Building, Wash- 


ington, D. C., is devoted to better 
construction with wood protected 
against attack from decay, marine 
borers, termites or fire. Membership, 
which is open to those in the wood 
treating, construction, and related in- 
dustries and _ professions, exceeds 
1,250 at this date. 


Acme Millwork, Inc., Expands 
Manufacturing Production 


Acme Millwork, Inc., of Seattle, one 
of the largest wholesale millwork sup- 
ply firms in the Pacific Northwest, 
has greatly expanded its manufactur- 
ing facilities by the purchase of the 
big former navy warehouse building 
in Kirkland, Wash. According to B. 
L. Marsh, vice-president and general 
manager, the new factory site covers 
over 7% acres. The main factory 
building is a modern one-story sprink- 
ler-equipped structure with over 
50,400 square feet of clear floor space. 
The east side of the building is pro- 
vided with a covered railroad loading 
ramp and permits the spotting of 14 
railroad cars at a time. Production 
is streamlined for the highest effi- 
ciency. Raw material starting at one 
end of the building flows steadily 
along producton lines until the fin- 
ished items reach the delivery dock 
where ample facilities are provided 
for both truck and rail shipments. 

H. W. Hansen, president of the 


Acme Millwork, Inc., is also presideny 
of the Tyee Lumber Company, Se. 
attle. This firm specializes in resaw- 
ing and kiln drying clear fir and hem. 
lock, the manufacture of all types of 
moldings, door stiles, sash, window 
stiles, gutter and stock molding. A 
number of dry kilns are operated on 
a round-the-clock schedule. The fa- 
cilities of this plant provide Acme 
with a constant source of material. 


ee 
OBITUARIES 
OSA ite 


George T. Gerlinger, 72, a leading 
lumberman in the state of Oregon for 
many years, died from a heart attack, 
October 9. Until his suddeu death 
in Portland, following a four-day ill- 
ness, Mr. Gerlinger had been actively 
engaged in the management of his 
sawmill and logging enterprises. He 


was president of the Williamette Val- ' 


ley Lumber Co. of Dallas, Corvallis 
Lumber Company of Corvallis, Wil- 
liamette National Lumber Company 
of Foster and the Snowpeak Logging 
Co. near Lebanon. A member of the 
Oregon state board of forestry for the 
past 30 years, Mr. Gerlinger was 
also vice-president of the West Coast 
Lumbermen’s Association for many 

















for Protection Abgacnet 
wel Water Seepage 


RAINCHEK 


MASONRY WATER REPELLENT 


It's NEW — write us for 
further information! 


Protection Products Mfa. Co. 


Research Laboratory and Plant KALAMAZOO, MICH. 























POLES and 
PILING 


Goodwin Johnson Ltd. 


Metropolitan Building 
Vancouver, British Columbia 





















SUGAR 
BE = 


California Ponderosa Pitre 
Mouldings and Cut Stock 


eh aad 


George F. Becksr Edwin A. Brengle 


MILLWORK 
DISTRIBUTORS 
COMPANY 


General Offices & 
Warehouse: 


2 N. Kresson Street 


BALTIMORE 24, 
MARYLAND 
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ALIFORNIA 


SUGAR & WESTERN 


- PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 






Pattern Lumber 
Selects and 


Shop 










IMMEDIATE 
SHIPMENT 


14,’ White Gum Ply- 
wood GIS, S2S Hot 
Plate @ 12c ft. 


Combo. 
Wire: 2 
Doors. 









Doors, Bronze 
& 6 Panel 









near & Front Doors. 
Gum Flush Doors 3-0 x 
7-0 @ $17.50. 


Send For Lists. 
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SAWMILL MACHINERY 


MANUFACTURERS of a complete line of sawmill ma- 
chinery . . . PORTABLE MILLS . .. BAND MILL 
CARRIAGES ... EDGERS ... TRIMMERS... 
SHOTGUN STEAM FEEDS ... STEAM NIGGERS... 
LOG STOP AND LOADER ... AUTOMATIC FEED 


TABLE FOR PLANING MILLS. WRITE FOR CATALOG 
HOUSE.” 


AND “POWER 


MILL SUPPLIES Y 

— UNNNG Can 
, precyihing for MACHINERY 
the mechanical 


CORP. 
Oo ou 
1° _ a 


transmission of 
power.’ 











JAMES W.SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE: 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 














Knudson & Mercer Lumber Go. 


Purveyors to 


Accredited Retail Lumber Dealers 
for 53 years 


LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most a 
Standard Specialties 


28 E. Jackson Blvd., Chicago 4, Ill. 














One KNOX Builder Sold 


"KNOX QUALITY BUILT HOMES" 
on opening day 


If you can qualify as 
a KNOX Builder, write, | 


KNOX CORPORATION 


Thomson, Georgia 


Over fifty years in the home 
building and lumber industry. 














BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS —5 TO 1200 H.-P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MERS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


Bele] SEATTLE BOILER WORKS 


Now in Our New Eaveae Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 








Diss ‘ 
SUILDING Propucts MERCHANDISER 





OMAK-KWALITY 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings. Casing. Base. 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. EF. Taylor Mr. H, M. Tripp 

No. 24 Welwyn Road P. O. Box No. 85 

Great Neck, L. L., Crystal Lake, Til. 
New York 


Member Western Pine Assn. 








Nationally 
Advertised 





Packaged, 
Labeled and Sealed 


To you who have been patiently 
standing in line awaiting deliveries 
of SUPERCEDAR- our production 
is at last increasing. While in fair- 
ness to all we must continue for 
the present on allotment basis, we 
are hoping to achieve reasonably 
good service in the near future. 


GUARANTEED 1.5 
pectacular Pent+n 
90% Red Heart Demand for SUPERCEDAR 
or Better is most gratifying Mr 


Dealer, reserve space for 
it in your shed—we are 
going to make it availa- 
F ble to you as rapidly as 
conditions will permit. 


100% Oil Content 





Product of 


GEO. C. BROWN & CO. 


GREENSBORO, N. C. 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 








A RECENT meeting of four district sales managers of Reynolds Metals Building 
Products Division at Plant No. 14, Louisville, marked an important policy advance 
by the company. Attending the conference were D. A. Brownlie, district manager for 


the West Coast with headquarters in San Francisco; J. I. Harvey, district manager of | 


the Mid-West territory with headquarters in Chicago; L. J. Cheely, district manager 
of the Southern territory with office in Atlanta; and W. S. Acuff, Jr., district manager 
of the Eastern and New England territory, who is located in New York City. 

The outcome of the meeting was the formulation and adoption of plans to decen. 
tralize sales operations of the Building Products Division, breaking it down into four 
sections geographically. Each sales territory will comprise a large area in itself and 
each will operate as a separate unit, responsible to its individual district sales manager, © 














ATTENTION! 
YARD MANAGERS 





DON’T WORK EXTRA 
TONIGHT 


Send that plan to us for personal- 
ized changes. Fees as low as $25.00 
paid by your customer. Quick serv- 
ice. No added expense to your 
overhead. 


WRITE FOR DETAILS. 


Lumberman’s 


Plan Service 
120 Machin St., Peoria 5, Ill. 
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terms, president of the National Lum- 
ber Manufacturers Association in 
1944 and 1945, and a director for 
several years. 


Arthur A. Nelson, former assistant 
general sales manager of the Key- 
stone Steel & Wire Company, died 
October 4 in Wausau, Wis. Mr. Nel- 
son had retired June 30, 1947, after 
41 years of continuous Keystone em- 
ployment. Advanced to sales director 
in 1915, he had spent the following 
20 years supervising various divi- 
sions of the sales department. His 
appointment as assistant general 
sales manager took place in 1935. 


George Dent Crabbs, former presi- 
dent and chairman of the board of the 
Philip Carey Manufacturing Co., died 
September 20 at Harrisonburg, Va. 
Mr. Crabbs was 73 years of age. He 
joined the Carey organization in 1893 
as assistant bookkeeper, shipping and 
billing clerk. He became president of 
the company in 1898, a short time 
after the death of Philip Carey, 
founder of the business. Mr. Crabbs 
served as president for 42 years. He 
became chairman of the board in 1940 
and held that office until 1946 when 
he resigned to be succeeded by G. A. 
Rentschler. He remained a director 
of Carey, however, up to the time 
of his death. 


Frank R. Sires, president of the 
Sires Lumber Company, Charleston, 
S. C., died at his home on the Isle 
of Palms, September 7, on his 45th 
birthday. Mr. Sires, a native of Sum- 
merville, S. C., was the son of Jasper 
M. Sires, who founded the lumber 
company about 40 years ago. Under 
his leadership the firm had made ex- 
cellent progress in the past 10 years 
and was in a commanding position. 
Frank Sires was active in association 
work ever since he became identified 


October 


with the lumber and building material 
business. He served for a number of 


terms as a Director of the Carolina é 
Lumber and Building Supply Associa- 7 


tion, was president of the Associa- 7 
tion in 1943, and then served as a 


member of the Advisory Counsel for 


four years. He was elected a director 
again in 1948. 


Companies Announce 


DeAlton J. Ridings, president of 
the Porter-Cable Machine Company, 
announces that his firm has purchased 7 
the Unit Electric Tool Company. Both ~ 
concerns have their headquarters in 
Syracuse, N. Y. Unit Electric Tool 
manufactures portable electric wood- 
working machines including: routers, 
shapers, mortisers, planes and a val- 
ied line of bits and cutters. The pur- 
pose of acquiring Unit was to 
complete Porter-Cable’s line of wood- 


working machines for the construc: |) 


tion trade. Porter-Cable manufac: ff 
tures portable electric saws and sané- 
ers, as well as a line of floor sanding 
machines and abrasive belt grinders. 


The Arkansas Lumber Company, 7 


Exchange Building, Little Rock, Ark, 
which formerly operated as a whole 
sale establishment, has entered the 


lumber manufacturing field. Murray 
B. McLeod, president, announces the 
recent purchase of a modern new mill 
at Woodson, Ark., which, with thei! 


part ownership of the well known T"- = 
angle Mill at Selma, Ark., and the § 


exclusive sales agency for. the Groves 
Mill at Wilmer, Ark., and sales Col & 
nection with other leading mills, e” 
phasize the company’s position ™ 
supply the greatly increased demanés 
of the retail market. The Arkansa 


Lumber Company specializes in cou @ 


tonwood, willow, ash, cypress, yellow 
pine and oak lumber. 
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PAUL B. BERRY 


Wholesale—Commission 
Lumber and Forest Products 


Grand Rapids 6, Michigan 





Serving appreciative mills and consumers 
since War I, now assisted since War II by 
Paul B. Berry II ; 


Send me your stock and price lists 







Write or wire me of your needs 
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Old Growth DOUGLAS FIR 


- ” x. ay > “ 
Se oe SS 


Oregon-American Lumber Corp. 
VERNONIA, OREGON 




















RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO i 


commenti 


Idaho White Pine Ponderosa Pine 

Douglas Fir os 

White Fir 
Cedar 






















FLOOR CONDITIONING 
EQUIPMENT 





FLOOR 
POLISHER 






FAS woop 
FLOOR EDGER SCRAPER 
No.FEI No. 18 








PUILDING Propucts MERCHANDISER 


RED DEVIL TOOLS, IRVINGTON 11, N.J., U.S. A. 












TEST THIS 
REMARKABLE 








YOURSELF 


Seeing is believing. See how Celadri 
genuine Rubber Base Paint brushes, 
sprays, rollers — VULCANIZES — to 
any surface — galvanized iron, wood, 
insulation board, stucco, concrete, brick, canvas—drying quickly 
to a beautiful flat finish. 


CHOICE DEALER FRANCHISES OPEN 


Satisfy yourself that Celadri Rubber Paint will do what we say 
—and you're going to want to make it available to your cus- 
tomers. 

Think of it! The remarkable properties of rubber. Thins with 
water. No smelly solvent. Sizes, primes, completely seals and 
decorates most surfaces with one coat. TWELVE BEAUTIFUL 
COLORS. Inside or outside. Durable, economical. 





Let Celadri Rubber Base Paint show you what it will 
do. Dealerships going fast. 
letterhead. 


Write at once on your 





CELADRI CORPORATION 
WILLISTON PARK, N. Y. 














The American Lumber and Treat- 
ing Company has recently opened 
sales offices in Philadelphia, and in 
Baltimore, J. G. Coolidge, eastern 
sales manager, announced. J. P. 
Johnson, Jr., formerly with the com- 
pany’s Washington, D. C., office is 
sales representative in Philadelphia 
with offices at 123 South Broad Street. 
W. E. Wilkins, recently in the New 
York sales department, is Baltimore 
representative with offices ‘at the com- 
pany’s new plant on the Fairfield dis- 
trict waterfront. 

William H. Mathews, executive 
vice-president of Devoe & Raynolds 
Company, Inc., paint manufacturers, 
New York City, announces the ap- 
pointment of William J. Nevin as ad- 
vertising manager, and executive as- 
sistant to A. H. Mohrhusen, general 
merchandising manager. Mr. Nevin 
joins Devoe & Raynolds with 20 
years of merchandising and adver- 
tising experience; 12 years devoted 
to the paint industry. He succeeds 
G. Purdy Hall who has returned to a 
sales capacity as New York branch 
manager. Before his Devoe appoint- 
ment, Mr. Nevin was vice-president 
of The Dorville Corporation, New 
York and Philadelphia merchandising 
and advertising agency. 


Kenneth H. Wood, former western 
district manager of Devoe & Raynolds 
Company, Inc., has been appointed to 
manage the newly formed Pacific dis- 
trict, operating out of headquarters in 
San Francisco. Before joining Devoe 
& Raynolds, he was director of sales 
for the Sherwin-Williams Paint Com- 
pany. Mr. Wood will be succeeded as 
Devoe western district manager by 
Floyd Huff. 


The Kaul Lumber Company, manu- 
facturers and wholesalers, located in 
Birmingham, Ala., has changed its ad- 
dress from 1307 Empire Building, to 
1605 First National Building. 


The Richkraft Company of Chicago, 
Ill., has appointed Union Roofing & 
Paper Co., Inc., Zinnus Quarry Road, 
York, Pa., as a distributor of its prod- 
ucts. 


John Arnold, who had been associ- 
ated with the Long Bell Lumber Com- 
pany for more than 12 years, joined 
the staff of Midwest Jobbers, Inc. and 
Cook County Lumber Company on Oc- 
tober 1. Mr. Arnold was appointed 
sales manager of both of these or- 
ganizations and his many years’ ex- 
perience qualifies him to render top 
service to the customers of these re- 
spective companies. Mr. Arnold served 
in the Army Counter Intelligence 
Corps during the war years. Midwest 
Jobbers, Inc. recently joined forces 
with the Cook County Lumber Com- 
pany on a combined sales policy and 
sales organization with the idea of 
giving prompt LCL service to dealers 
on a wide line of lumber products. 
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At a special meeting of stockhold- 
ers, held in Conasauga, Tenn., Octo- 
ber 8, C. L. Wilson, president of the 
Cleveland National Bank, Cleveland, 
Tenn., Otto W. Boehm, president of 
the Brainerd Lumber Company, Chat- 
tanooga, Tenn., and W. W. Stribling 
of the auditing firm of W. W. Strib- 
ling & Company, Atlanta, Ga., were 
named directors of the Conasauga 
River Lumber Company. New offi- 
cers elected at the same meeting 
were, W. C. Mayfield, Conasauga, 
Tenn., as treasurer; Otto W. Boehm 
as secretary, and Mrs. Kenneth 
Fetzer as assistant secretary. 

The Haywood Builders Supply 
Company, Waynesville, N. C., is op- 
erated as a wholly owned subsidiary 
of the lumber company. The Brain- 
erd Lumber Company, of Chatta- 
nooga, Tenn., is an associate com- 
pany operating a retail yard. 





Selling 5,800 Items 
Continued from page 40 


Electric ranges 

Gas ranges 

Electric hot plates 
Electric irons 

Water softeners 
Fluorescent desk lamps 
Air conditioners 
Water coolers 

Electric heaters 


Plumbing 


Complete bathroom sets 
Kitchen sinks 
Commodes 

Bathtubs 

Chrome fittings for kitchen, shower or 
bathroom 

Soil pipe 

Gas pipe 

Lavatories 

Garbage disposal units 
Water pipe 

Pipe fittings 

Valves 


Farm Needs 


Stock tanks 

Pump jacks 
Windmill towers 
Stock prods 

Red picket fencing 
Hog fencing 
Chicken wire fencing 
Barbed wire 

Corral fencing 
Cedar posts 

Jet and submersible pumps 
Wheelbarrows 
Cement mixers 





WhN—-OVDOANC UAWNHN — 


Tools 


Belt sanders 

Electric saws 

Floor sanders 

Floor polishers 

Floor edgers 

Electric paint sprayers 
Electric buffers 
Electric disc sanders 
Electric bench grinders 
Pipe threaders 
Electric motors 
Lawnmowers 


Garden hose 


All kinds of hand tools for carpenter, 


mason or plumber. 


October 
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Statement of the ownership, man. 
agement, circulation, ete., required by 
the Acts of Congress of August %, 
1912, as amended by the Acts of Mareh 
3, 1933, and July 2, 1946, of. AMERICAN 
LUMBERMAN & BUILDING PRODUCTS Mrp.- 
CHANDISER, published every other week 
at Chicago, IL, for October 1, 1948, 


STATE OF ILLINOIS | _ 
County oF Coox j 55 


Before me, a Notary Public in and for 
the State and county aforesaid, personally 
appeared Herbert A. Vance, who, having 
been duly sworn according to law, deposes 
and says that he is the publisher of 
AMERICAN LUMBERMAN & BUILDING PRrop- 
UcTs MERCHANDISER, and that the follow- 
ing is, to the best of his knowledge and 
belief, a true statement of the ownership, 
management (and if a daily, weekly, semi- 
weekly or triweekly newspaper, the circu- 
lation), etc., of the aforesaid publication 
for the date shown in the above caption, 
required by the Act of August 24, 1912, 
as amended by the Acts of March 8, 1933 
and July 2, 1946 (section 537, Postal Laws 
and Regulations), printed on the reverse 
of this form, to wit: 


1. That the names and addresses of the 
publisher, editor, managing editor, and 
business manager are: 


Publisher, 
Tl. 


Editor, Arthur A. Hood, Chicago, III. 
Robert E. 


Herbert A. Vance, Chicago, 


Managing Editor, Russell, 


Chicago, Ill 


2. That the owner is: (If owned bya 
corporation, its name and address must 
be stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding one percent or more of 
total amount of stock. If not owned bya 
corporation, the names and addresses of 
the individual owners must be given. If 
owned by a firm, company, or other unin- 
corporated concern, its name and address, 
as well as those of each individual mem- 
ber, must be given.) 


AMERICAN LUMBERMAN, INC. (a corpora- 
tion), 139 N. Clark St., Chicago 2, Illinois. 
—Owned by: 

Vance Publishing Corporation (a _ cor- 
poration), 139 N. Clark St., Chicago 2, IIl. 
Whose stockholders are: 

A. E. Monetti, 20 Exchange Place, New 
York, N. Y. 

Rachel Sheldon, 
Rochelle, N. Y. 


Arthur A. Hood—Herbert A. Vance— 
Dorothy J. Vance—139 N. Clark St., Chi- 
cago, Ill. 


3. That the known bondholders, mort- 
gagees, and other security holders owning 
or holding 1 percent or more of total 
amount of bonds, mortgages or other se 
curities are : (If there are none, so state.) 
None. 


271 North Ave., New 


4. That the two paragraphs next above, 
giving the names of the owners, stock 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear upon the 
books of the company but also, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela 
tion, the name of the person or corpora 
tion for whom such trustee is acting, is 
given; also that the said two paragraphs 
contain statements embracing affiant'’s full 
knowledge and belief as to the circum- 
stances and conditions under which stock- 
holders and security holders who do not 
appear upon the books of the company 4s 
trustees, hold stock and securities in 4 
capacity other than that of a bona fide 
owner; and this affiant has no reason t0 
believe that any other person, association, 
or corporation has any interest direct of 
indirect in the said stock, bonds, or other 
securities than as so stated by him. 


5. That the average number of copies 
of each issue of this publication sold % 
distributed, through the mails or other 
wise, to paid subscribers during the twelvé 
months preceding the date shown above § 

(This information 3 
required from daily, weekly, semiweekly, 
and triweekly newspapers only.) 

HERBERT A. VANCE, 
Publisher. 

Sworn to and subscribed before me this 
16th day of September, 1948. 

ELoIse M. KUHN, 
Notary Public. 


(Seal.) 08, 1949) 


(My commission expires Nov. 


1948, AMERICAN LUMBERMAN & 





